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THE NEW ERA 


VER six hundred agents of the Northwestern Mutual Life Insurance Company are again on the job in their 
respective fields, better equipped for carrying on their noble work. 
Opportunity to gather at the Shrine of Northwestern Ideals comes to every Northwestern Man once a year. 
The success of these gatherings, now held consecutively for forty-five years, is sufficient evidence of their worth. 


The note of optimism which pervaded the Annual Meeting just closed, carried everyone before it, and it was 
the sincere conviction of those present that the Life Insurance Business is just entering a New and Splendid Era. 


The Wisconsin General Agents of the Northwestern Mutual take this means of expressing to Northwestern 
Men in particular, and the Insurance Fraternity in general, their complete confidence that Life Insurance Men 


everywhere will measure up to the Opportunity of the New Era. 


D. N. CAMERON, Gen. Agt. HARRY L. FRENCH, Gen. Agt. 
Oshkosh, Wis. Madison, Wis. 
J. W. McGIVERAN, Gen. Agt. W. F. McCaughey, Gen. Agt. 
Hudson, Wis. Racine, Wis. 


CLIFFORD L. McMILLEN, Gen. Agt. 
Milwaukee, Wis. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
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century of uninterrupted service is a decent warrant of 
STABILITY for any business concern.” 
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SOME FACTORS IN THE 
COMPANIES’ SUCCESS 


Actuary P. H. Evans of the North- 
western Mutual Life Makes 
Some Observations 


CAUSE OF HEAVY LAPSE 


Big New Business of the Last Few 
Years Drew Heavily on General 
Surplus 


MILWAUKEE, WIS., July 27.—At 
the annual meeting of the agency asso- 
ciation of the Northwestern Mutual, 
Actuary Percy: H. Evans gave some 
figures showing the wonderful expan- 
sion of business during the last few 
years. In 1916 the Northwestern 
showed 10.48 percent of new business 
to mean amount of insurance in force; 
in 1917, 10.33 percent; in 1918, 8.87 per- 
cent; in 1919, 16.52 percent; in 1920, 
17.23 percent. Normal new business 
for the Northwestern would be about 
10 percent of the amount in force. Mr. 
Evans said that the business written in 
1919-20 equalled 170 percent of the 
normal. He asserts that life insurance 
has passed to a permanently higher 
level of production. 


Surplus Is Drawn Upon 


Under the severe level premium valu- 
ation test by the older companies new 
business does not immediately pay for 
itself. For this reason, Mr. Evans said, 
a volume of new business in excess of 
the normal requires a company to make 
an investment of its general surplus of 
about $15 per $1,000. On this basis the 
increase in new business for 1919 and 
1920 required an investment of about 
$4,000,000 on part of the Northwestern. 
In other words, at the end of 1920 the 
company’s surplus was about $4,000,000 
less than it would have been had busi- 
ness continued on the old 10 percent 
basis. Yet the Northwestern was able 
to absorb this abnormal increase with- 
out reducing the aggregate of its divi- 
dend apportionment or the book value 
of its contingency reserve. 

Expense and Mortality Rate 

Mr. Evans said that it will require no 

argument to establish the proposition 


that if it is the purpose of a company 
to furnish plain life insurance at mini- 





GREAT DANGER IS SEEN 


FARM BUREAU HEAD OBJECTS 


Some Observations Are Given on the 
Multiple Insurance Bill Now 
Proposed in Congress 





WASHINGTON, D. C., July 27.— 
“The rural credit and multiple insur- 
ance bill recently reintroduced by L. T 
McFadden, chairman of the House 
banking and currency committee, seeks 
to use as its vehicle one of the big life 
companies and if successful this com- 
pany operating under this act would be 
given such advantage over other com- 
panies as to create a monopoly,” says 

R. Howard, president of the Amer- 
ican Farm Bureau Federation, in com- 
menting upon the bill. “There is also 
great danger in the contemplated na- 


tional charter for this insurance com- 
pany. 
“The farmers of the United States 


would not accept such a measure unless 
it was so specifically drawn as to make 
fullest use of the present existing farm 
mutual and cooperative local compan- 
ies. These have proved their worth for 
many years and have provided the 
farmers with the best and cheapest in- 
surance in the world. Even a sugges- 
tion of any company which might ab- 
sorb or displace the local mutua! will 
be strenuously opposed. Moreover, the 
farmers will insist upon whatever bill 
they endorse being written in direct 
United States terminology rather than 
wey aed eed used in the Mc- 
Fadden b 

“Much = been said of late regard- 
ing farm credit loans based upon insur- 
ance features and at a conference of the 
American Farm Bureau Federation held 
in Washington in April, careful con- 
sideration was given to the question of 
insuring farm credit and the principle 
bi endorsed, but not the McFadden 
ill.” 











variety of things, a ; as policy valua- 
tion, dividend scale, premium rates 
-adopted and legislative limitations. To 
secure a maximum of high class new 
business at a minimum of expense 
within the legal limitations of Wiscon- 
sin and New York requires the solu- 
tion of some difficult problem and a 
high degree of cooperation toward a 
definite object. Mr. Evans said that 
minimum in expense and mortality 
rates is highly important, but the com- 
pany might excel in both these particu- 
lars and yet win little popularity for 
success. He brought forth a _ third 





mum cost, it must find the means 
f writing a _ sufficient number of 
policies at the minimum of ex- 
pense on risks selected under the 
somewhat severe conditions essen- 
tial to the object in view. The task of 
securing risks that will experience mini- 
mum rates of mortality does not mean 
the rejection of all cases having physi- 
cal, occupational or other impairments, 
he said. It means the scientific selec- 
tion of individuals in such a manner as 
to obtain satisfactory general averages 
in spite of the individual impairments. 


Human Nature Problems 
Mr. Evans asserted that the task of 


essential that is of the utmost impor- 
tance to the health and growth of an 
insurance company. It is dealing with 
human nature problems. A life com- 
pany may fail because it has not con- 
structed its plans and practices in such 
a manner as to secure the maximum of 
good will from members and _ their 
friends. This requires the understand- 
ing and unselfish cooperation of every 
officer, agent and clerk in the organiza- 


tion. 
Depends on Good Will 


Mr. Evans said that a life company is 
dependent beyond other fiduciary organ- 
izations upon the good will of the pub- 





securing new business is affected by a 
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RAISES VITAL POINT) 


DO DECISIONS DEFEAT LAW? 





Attorney Wollman of New York Calls 
Attention to a Situation Involving 
an Insolvent Policyholder 


NEW YORK, July 26.—Henry Woll- 
man, a prominent New York attorney, 
raises a vital question to life insurance 
policyholders as to the intent of a law 
that has been in force for a number of 
years. He declares that the intent of 
this law may be defeated through court 
decisions. He states that there is a 
real question as to whether a wife, in 
case a husband dies insolvent, can retain 
more insurance than $500 a year paid 
for, although the husband was per- 
fectly solvent when the premiums were 
paid. Mr. Wollman cites a case where 
a man for 29 years pays $1,000 or $10,- 
000 or $20,000 a year premium for life 
insurance payable to his wife. The 30th 
year he becomes bankrupt and dies. 
The question he asks is whether the 
creditors of the husband whose death 
arose in the 30th year can recover the 
life insurance above $500 a year paid 
during the previous 29 years. 

Mr. Wollman said that he has looked 
up recent decisions in New York and 
it seems to him that they raise a very 
serious question. 

Instrument of Destruction 


A statute was passed in New York 
which aimed to protect a man’s family 
to the very limit by giving even an in- 
solvent man the right to use $500 a 
year to pay for life insurance for the 
benefit of his wife. Mr. Wollman says 
that this enactment was intended to be 
a means of defense, but has been turned 
into an instrument of destruction. The 
statute, fixing the wife’s exemption from 
the claims of husband’s creditors, with 
reference to insurance on his life pay- 
able to her, provides that she “is entitled 
to receive insurance money — 
free from any claim of a _ creditor 
: of her husband, except that 
where the premium actually paid annu- 
ally out of the husband’s property ex- 
ceeds $500, that portion of the insurance 
money which is purchased by excess 
premiums above $500 is primarily liable 
for the husband’s debts.” 

Mr. Wollman says that unquestion- 
ably the design of this legislation was 
not to take anything from the widow 
but to increase her right by giving her 
greater protection, but its construction 
by the courts has, if the decisions are 
to be taken literally, given it the dia- 
metrically opposite effect. 








upon sincerity and respect. To prove 
that the Northwestern has the good will 
of the public, Mr. Evans said that of its | 
new business last. year, $387,257,325, | 
there was written on old policyholders 
$181,030,847. Of the new business writ- 
ten in 1919, $297,102,565, only 5.9 per- 
cent lapsed during and at the end of | 
the first year. This percentage in 1910 | 
was 10.7 percent. 
In discussing conservation of busi- | 
ness, Mr. Evans said that agency men 
know that overselling is a negligible 
factor. Where one finds a company 
with a heavy lapse rate, the cause is not 





lic. But this good will must be founded 
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‘MODERN TREND SEEN 
IN POLICY CONTRACTS 


Associate Actuary Rice of the Con- 
necticut Mutual Life Makes 
Some Observations 


PROGRESS HAS BEEN MADE 


Some of the Features That Have Been 
Developed in Course of 





the Years 
HARTFORD, CONN.,, July 26.—H. 
I. B. Rice, associate actuary of the 
Connecticut Mutual Life, in some ob 


servations on the modern trend of pol 
icy contracts in the house organ of the 


company comments in an interesting 
way. Mr. Rice believes that progress 
has been made rapidly in life insuranc« 
in the way of liberality. In fact, the 
| companies to some extent have gone 
too far. 


In the first place Mr. Rice calls atten 
tion to the earlier forms of policy con- 
tracts where companies tried to protect 
themselves against undue hazards by 
placing additional questions in the ap- 
plication for insurance. In other words, 





the earlier principle was to insure a 
man with a string to the contract by 
which the protection could be with- 


drawn under certain conditions of extra 
hazards when such protection was, of 
course, of greatest value to the insured. 
The more modern principle has been 
that if marked personal selection could 





be reduced to a minimum by questions 
in the application forms and medical 
examiner’s forms, then it would be sub- 
stantially safe for a company to take 
the risk, reserving, however, a reason- 
able contestable period for protection 
against fraud. 
Conducted for Continuing Members 


In the second place Mr. Rice said in 
the early days it was considered that 
the business was conducted primarily 
for the continuing members. Those who 
discontinued their policies were entitled 
to nothing more than the protection 
they had received. Later he shows how 
a definite reserve liability came to be 
more thoroughly understood and was 
required by law. From this it was a 
natural step to assume that the discon- 
tinuing member was entitled to at least 
a part of such reserve as a surrender 
value. Mr. Rice says that it was not 
originally a part of the program of com 
panies to pay out cash to a withdraw- 
ing member, so the surrender value was 
granted only in the shape of full paid 
insurance. 

Surrender Charge Eliminated 


More modern developments have been 


the reduction and elimination of sur- 
render charges. Mr. Rice says it is 
| hard to see how this development can 


extend much farther, for, with the pres- 


ent scale of surrender charges of most 
companies a member in many cases 
can withdraw with a debit balance 


against his account when all the out- 
lays of the company are taken into con- 
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sideration. A concession once made is 
hard to withdraw. Mr. Rice said that 
it would not be surprising, however, if 
future developments with respect to 
surrender charges would tend some- 
what in the direction of replacing such 
charges where they have been elim- 
inated in the early policy years. He be- 
lieves that the pendulum has swung 
too far in one direction. 


May Reestablish Safeguards 


Again there also appears some in- 
clination to re-establish safeguards, such 
as a war clause and a two-year rather 
than a one-year incontestable clause, 
particularly in policies that contain lib- 
eral, total and permanent disability 
benefits or double indemnity benefits or 
both. There is a tendency to introduce 
further minor benefits and privileges 
available to the continuing policyholder. 

In commenting on the total and per- 
manent disability benefits as a modern 
development Mr. Rice says that many 
believe that this is a legitimate exten- 
sion of the protection because it relieves 
the insured of payments when the con- 
ditions are such that he needs relief, 
and places income at his disposal when 
there is liable to be loss to him of in- 
come or an increase of expenses. 


Double Indemnity Clause 


The same reasoning, however, he as- 
serts, cannot be applied to the case of 
double indemnity in case of accidental 
death. He declares that the latter prin- 
ciple, it would seem, failed to meet the 
fundamental test. Ingenuity, he says, 
has not been exhausted and there is 
still a field for liberalizing features and 
adding entirely new protective provi- 
sions to policy contracts. 

Another modern development has 
been the monthly installment payment 
whereby the beneficiary receives peri- 
odic payments in lieu of the lump sum. 
In addition to a wider variety of settle- 
ment arrangements offered, the modern 
trend has been to include various pro- 
visions designated to protect the income 
to the beneficiary against alienation and 
anticipation and to place it beyond the 
reach of the beneficiary’s creditors. 
Certain states, Mr. Rice declares, have 
enacted legislation with this end in 
view. 

Legal Powers of Companies 


Commenting further on modern 
changes and developments, Mr. Rice 
says: 

There is considerable difference of 


opinion as to the legal powers of com- 
panies to so protect the beneficiary, and 
criticism that to attempt to do so would 
lead to false assurance being given the 
insured that he has accomplished some- 
thing that possibly or probably he has 
not in fact achieved. There has been 
little of criticism, however, as to the 
merit of what it has been attempted to 
accomplish. Many able lawyers believe 
that it is practicable to fulfill such pur- 
pose, for which there seems to be a great 


and increasing demand, and in this 
direction the protection of beneficiaries 
will in all probability still further 
extend. 


Protection for the Assured 


The life policy, maturing at death, has 
by many always been urged as the ideal 
form of policy contract in contrast to 
the more recent endowment policy, on 
the ground that the latter only partially 
meets the primary purpose of life insur- 
ance, namely, that of providing a maxi- 
mum protection against the hazard of 
death. There is much force to the argu- 
ment used in favor of the life contract, 
and it cannot be doubted that such form 
is best suited to the needs of many. On 
the other hand, it is becoming recog- 
nized more and more that in a great 
many cases there comes a time when 
protection for dependents in event of 
death is no longer needed, put ratner 
protection against the insured himself 
becoming dependent on someone else. 


Attitude of Mind Changes 


Furthermore, men of larger means are 
looking ahead more and more in their 
younger years and making some prepar- 
ation for a possible retirement from pur- 
suing their business or profession in 
their later years. This attitude of mind 
was entirely foreign to Americans in the 
early days of our country. Men were too 

















HAVE read the full text of the 

Allis decision in Wisconsin. Sev- 

eral underwriters have asked me 
as to the effect of this decision on the 
right of a state to tax life insurance pay- 
able to an individual beneficiary as if 
an inheritance, that is under its inheri- 
tance tax laws. I concluded when I 
read the brief of the counsel for Mrs. 
Allis, which THe NATIONAL UNDERWRITER 
published some weeks ago, that several 
irrelevant questions were emphasized 
and several vital questions ignored. It 
was contended that to tax the insurance 
was to deny equal protection of the 
laws under the fourteenth amendment 
of the constitution of the United States, 
a question, as I saw it, not really in the 
case. There seemed to be inapprecia- 
tive, if any, consideration of the real 
question, which was as to the power to 
tax a fund paid to a beneficiary only as 
a fund or to tax the insured’s estate as 
if enhanced by such fund. The Allis 
decision is not an authority against the 
contention that in states recognizing 
the right of a beneficiary with dependent 
insurable interest to take the fund on 
the theory of compensation for the life 
lost, there is no transfer of title from 
the insured to the beneficiary and hence 
no right to tax the insured’s estate on 
the theory of transfer, where a depend- 
ent beneficiary is named in the policy. 

* * * 


The Allis case decides the following: 

ist. That in policies where the 
insured pays the premium, under the 
law of Wisconsin—which the court 
says is “unique and at variance with the 
law in most of the states”—the insured 
may dispose of the proceeds of the pol- 
icy by will without changing the bene- 
ficiary. That is, in Wisconsin the in- 
sured has the right not only to change 
the beneficiary but to change the dis- 
tribution without changing the bene- 
ficiary. Therefore, the court holds 
there is a transfer of title at the death 
of the insured—a transfer effectually 
from the insured to the beneficiary. 

2nd. That in Wisconsin the right of 
a beneficiary is not a vested right but a 
“mere expectancy.” 

* * * 


3rd. That the insuranee fund need 
not be a part of the estate of the in- 
sured to be taxed on the theory of 
transfer, as the power to tax on the 
theory of transfer involves the power 
of regulation of transfer of property. 
Under the law of Wisconsin the bene- 
ficiary’s interest is contingent, merely 
an expectancy, and a life insurance pol- 
icy is property in which the insured 
retains an interest which ends and is 
transferred at his death. Hence the 
insurance fund is taxable as a transfer. 
4th. The court holds, contrary to 
decisions in other states, that the 
“transfer is of the same kind as is ac- 
complished by a gift.” 
* * * 


This latter holding is the really dan- 
gerous doctrine of the decision. It un- 


THE ALLIS DECISION IN WISCONSIN 


BY JOHN R. McFEE 














dermines, in the last analysis, the well 
established doctrine of insurable inter- 
est which after many vagaries was set- 
tled by the masterly decision of Mr. 
Justice Holmes of the United States 
Supreme Court in Grigsby vs. Russell, 
222 DJ. S. 149. The Supreme Court of 
Massachusetts a dozen years ago de- 
cided that life insurance payable to a 
beneficiary dependent on the insured is 
not a gift. To call life insurance a gift 
or any form of benefaction is to over- 
rule practically the entire doctrine of 
insurable interest. 
* * * 


What should have been strongly pre- 
ae to the court, it seems to me, was 
this: 

Admitting the right to tax the fund 
(which I think unquestioned if taxed in 
the hands of either the company or the 
beneficiary) that right requires the fund 
to be the measure of the tax. In other 
words, to tax the fund or the transferee 
or transferrer of the fund would require 
that every policy of the same amount 
be made to respond to the same tax. 
Otherwise the fundamental canon of 
taxation law, equality in the levy, would 
be violated. But the Wisconsin law, 
like the federal estate tax, considers the 
estate of the insured as if enhanced by 
the amount of the insurance for the pur- 
pose of the tax. To tax the beneficiary 
or the fund before transfer by the com- 
pany would not make one policy, say of 
$100,000, taxable as the entire estate and 
another policy of $100,000 as if part of a 
five million dollar estate. Once estab- 
lished that the insurance fund only may 
be taxed, the vital objection, the taxa- 
tion of the insured’s estate as if en- 
hanced by the amount of the insurance, 
would disappear. 

* * * 


It is likely that if this point had been 
presented to the Wisconsin Supreme 
Court, the court would have neverthe- 
less ruled as it did. 

I have been asked if the case may be 
appealed to the United States Supreme 
Court. The United States Supreme 
Court would have jurisdiction to deter- 
mine only the federal question raised. 
The burden of the contention of the 
counsel for Mrs. Allis was on the con- 
tention that the tax was a denial of 
equal rights under the law as guaranteed 
by the fourteenth amendment to the 
constitution of the United States. Of 
course, if that question be properly in 
the case a writ of error to the Supreme 
Court of the United States will lie. On 
inspection of the record any justice of 
a Supreme Court may decide that the 
case prima facie presents a _ federal 
question and so order the writ. It 
would, however, be with the full court 
to determine whether the question is 
actively in the case. The contention 
itself seems to me a petitio principii, a 
begging of the question. 

The consoling fact is that the decision 
will likely appertain only to Wisconsin. 
It should have little value as a prece- 
dent in other states. 








busy to think of laying down their tools. 
To “die in harness” has been the am- 
bition of almost all. There are many 
signs, however, that this attitude of 
mind is gradually changing and it is but 
natural that it should tend to change as 
the country grows older and its wealth 
increases; and that a greater number 
of people are coming to look upon re- 
tirement more in the European way, as 
an end to be sought in order to obtain 
independence of one’s time for purposes 
of continued usefulness as well as 
pleasure. 


Endowments More Popular 


For this two-fold reason it seems safe 
to predict the endowment policies that 
mature at a somewhat advanced age— 
such as age 65—and that provide, at the 
time of such maturity, methods of set- 
tlement that will guarantee an income, 
will become more rather than less popu- 





lar. We shall probably see more rather 
than less attention paid to forms of 
contract that furnish insurance protec- 
tion in event of death during the so- 
called productive years; and a guaran- 
teed income for life in the event of total 
and permanent disability and in event 
of reaching a more advanced definite age. 


Benefits for the Persistent 


We have passed through a period 
when competition hinged largely on the 
matter of nonforfeiture provisions, a 
natural result of an earlier period of 
heavy penalties upon the member who 
withdrew. As far as the form of the 
contract (in distinction from its cost 
and the security behind it) will in future 
become an influence in competition, such 
influence will probably rest more on 
intrinsic benefits to the continuing mem- 
bers than on so-called “liberal features” 
available to the withdrawing member. 





Frank Bettger “‘Can’t 
Afford to Take Trip 


At Company’s Expense 


HILADELPHIA, PA., July 26— 

Not many men would turn down a 
trip around the country, especially when 
it cost them nothing. There are very 
few insurance agents today who would 
refuse a trip of this sort with all ex- 
penses paid. This is a story about two 
agents who not only turned down such 
a trip but said that they couldn’t afford 
to take it. Get that—couldn’t afford to 
take a trip around the country with all 
expenses paid! 

Here’s the way Frank Sykes, man- 
ager of agencies of the Fidelity Mutual 
Life, tells the story: 

“It’s about Frank Bettger. You 
know that part of the plan of the 
regional meetings this company is hold- 
ing was for the president of the Lead- 
ers Club to be the guest of the com- 
pany at the regional meetings, which 
meant a tour of the country including 
the Pacific Coast. After a very hot race 
that was not decided until the last 
month, Bettger won, but when it came 
to giving serious consideration to mak- 
ing this tour as the company’s guest, 
Bettger finally decided he could not go. 

“Bettger has himself been working on 
a budget system. Each call is worth 
so much to him and he felt that he 
could not lose the money and therefore 
could not make the trip. 

“The invitation was then extended to 
P. J. Grogan of Johnstown, Pa., vice- 
president of the club, but he, too, con- 
cluded he could not afford to go. 

“And,” concluded Mr. Sykes, “the 
moral about it all is this: I can take 
the list and get hundreds who will vol- 
unteer to take the trip, but they won't 
be the leader.” 

And another moral is that insurance 
agents can learn a lesson from Frank 
Bettger, the Philadelphia ace of the 
Fidelity Mutual Life, and that they can 
steal a leaf out of his book and also put 
themselves on a budget system. Bett- 
ger’s motto is “Ten Calls a Day,” and 
he makes them, too. 


Find Kansas Insurance Fraud 


TOPEKA, KAN., July 26.—Some 
evidences of a fraud upon life insur- 
ance and fraternal companies being 
practiced on the foreign settlements in 
Kansas have recently come to light 
and the Kansas insurance department 
is now at work investigating the issu- 
ance of a large number of certificates 
or policies to foreigners. An insurance 
agent recently wrote a policy for a 
young foreigner in Kansas City, Kan. 
The policy statement showed him to 
be under forty years of age. A short 
time later a man by the same name 
died and the death certificate showed 
him to be over sixty years of age and 
that he had been ili for a considerable 
period, in fact in bed at the time of the 
writing of the insurance policy. 
short time later, however, came in 4 
claim under the policy. 

Owing to the atrocious spelling and 
even worse pronunciation of the names 
of some foreigners and as it is practi 
cally impossible to make certain the 
identification of individuals it is re- 
garded as possible that a considerable 
number of swindles of life insurance 
and fraternal organizations have been 
accomplished. The plan apparently 1's 
to have some young man or woman 
take the examinations but the policies 
are written for some other person. 


Seventy-Fifth Anniversary 


The Connecticut Mutual is complet- 
ing plans for its seventy-fifth anniver- 
sary convention at Swampscott, ¢P- 
tember 6 to 10, for its honor men. 
Instruction in advanced salesmansnip 
is to be given in a way designed to be 
of special benefit to everyone. The an- 
niversary occasion will be celebrated 
such a way as to give pleasure and en- 
joyment to everyone. The company 's 
expecting a record attendance. 
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FOUR STATES JOIN TO 
EXAMINE PRUDENTIAL 


Indiana Department Also to Par- 
ticipate in Inquiry Requested 
by Company 


INVESTMENTS ANALYZED 


Interesting Comparison with Other 
Prominent Life Companies Made 
by Newark Paper 


NEW YORK, July 26.—Representa- 
tives of the insurance departments of 
New York, New Jersey, Massachu- 
setts and Missouri are already at work 
upon a joint examination of the Pru- 
dential, and it is expected that Indiana 
will be ready to participate this week. 
The New York staff is being directed 
by Nelson B. Hadley, chief examiner 
of the life insurance division of the de- 
partment; Joseph Froggatt, chief exam- 


iner for the New Jersey department, is 
in immediate charge for that state; the 
Massachusetts staff is directed by 
Actuary A. B. Lines, while Actuary 
Daly is in charge of the Missouri force. 


Take Up Lockwood Committee Charges 


In line with the request of the man- 
agement of the Prudential, the investi- 
gators will give particular attention to 
the matters mentioned in the examina- 
tion of officials of the Prudential be- 
fore the Lockwood Housing Committee 
several weeks ago, and will take up any 
further lines that may be desired by the 
committee or its chief counsel, the de- 
termination of the Prudential’s manage- 
ment being that the entire history of 
the company’s operations be given the 
widest publicity, confident that if such 
be the case the confidence which insur- 
ers have always had in the institution 
will prove to have been well founded. 


Analysis of Investments 


An interesting analysis of the Pruden- 
tial’s investments in real estate loans in 
comparison with that of other promi- 
nent life insurance companies, appears 
in the “Newark News.” From figures 
obtained from official records of the 
New Jersey department it is shown 
that, whereas the Prudential’s insurance 
in force in New York is 20.9 percent of 
its total outstanding volume of insur- 
ance, its investment in real estate mort- 
gage loans in that state is 19.5 percent 
of its total investment in that class of 
security. In other words, the figures 
very nearly balance. And on the other 
hand, similar computations on the basis 
of four principal New York state life 
imsurance companies show that but 20.1 
percent of their outstanding insurance 
1s written on New York risks, but that 
they have 64.8 percent of their mort- 
gage loan investments in that state. 


New York’s Big Advantage 
The article says further: 


This being so, these four New York 
companies—the Equitable, the Mutual 
Life, the Metropolitan and the New 
York Life—do 79.9 percent of their busi- 
ness outside New York, but have only 
65.2 percent of their investments in 
marnnge loans invested outside that 
State. 

If New York were to adopt such a law 
as Mr. Untermyer proposes, it has been 
Suggested on the basis of these figures 
and others of similar import, ultimately 
all other states would, in their own self- 
Protection, follow suit. And if this were 
done, the New York companies would 
either have to increase their mortgage 
loans in states other than New York, to 
bring them more nearly proportionate to 
their business in those states, or incur 
whatever penalties were provided in the 
new laws. The probable penalty in 
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FIGURES ON WAR RISK INSURANCE | 








WASHINGTON, D. C., July 26— 
Over $1,000,000,000 of United States 
government life insurance has been ap- 
plied for and the applications approved, 
according to an announcement by Di- 
rector C. R. Forbes of the Bureau of 
War Risk Insurance, the number of 
policies of this converted insurance be- 
ing 298,386 covering a commuted value 
of $1,000,702,500. Of this amount, $2,- 
978,228 has already been awarded in 
meeting insurance claims. 

An analysis of the 298,386 applications 
which have been approved shows that 
the plans of permanent government life 
insurance have been selected by former 
service men as follows: 





Regardless of how long a service 
man’s wartime or term insurance has 
been lapsed, or canceled, or regardless 
of how long he has been discharged 
from the service, a new ruling of the 
treasury department permits him to 
reinstate or reinstate and convert, at 
any time before Jan. 1, 1922, upon ap- 
plication and payment of only two 
monthly premiums in the amount he 
wishes to reinstate together with a sat- 
isfactory statement of health. Rein- 
statement up to three months after 
lapse may be effected without a phys- 
cal examination. It is thought that 
this will bring in many more policies 
to be restored. 





Percent Percent 
oftotal oftotal Average 
Number Amount (Number)(Amount) policy 
Ee rere 41,840 178,056,500 14.02 17.79 4,255.65 
CE 2 vecnieneecetees 4s 90,092 360,147,500 30.19 35.99 3,997.55 
FO |S OF 91 42,721,500 2.99 4.27 4,789.94 
20-year endowment ............ 129,421 299,598,500 43.37 29.94 2,314.91 
30-year endowment ............ " 63,298,500 5.25 6.33 4,038.18 
Endowment at age 62.......... 12,439 56,880,000 4.17 5.68 4,572.71 
WE 6064600650 6s000secws 298,386 1,000,702,500 100.00 100.00 3,333.72 











many cases, it is assumed, would be the 
requirement that they cease to do busi- 
ness there. 


Has Many Real Estate Loans 


Examination has disclosed also that 
the Prudential has a larger proportion 
of its total admitted assets invested in 
real estate mortgage loans than any 
other company except the Metropolitan 
Life, and a larger proportion than the 
average of the four New York compa- 
nies named. The Metropolitan has 36.47 
per cent of its total admitted assets 
thus invested, according to the official 
figures on file at Trenton; the Pruden- 
tial 28.92 percent, while the average 
mortgage investment percentage of ad- 
mitted assets of the four New York 
companies is 23.22 per cent. Among 
the individual companies the Equitable 
Life is third in mortgage investments, 
in proportion to admitted assets, with 
20.21; the New York Life fourth, with 
17.05, and the Mutual Life last of the 
group, with 15.55. 


New Jersey Figures Instructive 


The figures as to the situation in New 
Jersey give some idea of what would 
be the results if the states were to 
adopt laws such as Mr. Untermyer pro- 
poses for New York. That they would 
follow New York's example is indicated 
by the fact that changes in state laws 
in New York resulting from _ the 
Hughes-Armstrong investigation were 
pretty widely copied, as have been such 
fundamental changes in state laws as 
are represented by public utilities reg- 
ulation and workmen's compensation 
laws. 

The four New York companies named 
above, taken as a whole, have 3.5 per 
cent. of their insurance in force in New 
Jersey, and only thirty-three one-hun- 
dredths of one per cent, of their mort- 
gage investment funds in this state. 
The Prudential, with 9.4 per cent. of its 
insurance business in New Jersey, has 
7.28 per cent. of its total mortgage in- 
vestments in this state. 

The Equitable’s insurance business in 
this state represents 2.6 percent of its 
total, and its proportion of mortgage 
investment funds here is but three 
one-hundredths of one percent of its 
total mortgage investments. The Met- 
ropolitan does 5.3 of its insurance busi- 
ness here and has sixteen hundredths of 
one percent of its mortgage invest- 
ment funds in New Jersey. The fig- 
ures for the Mutual Life in New Jersey 
are: Percentage of business, 1.9; per- 
centage of mortgage investments, 1.75. 
The New York Life’s New Jersey insur- 
ance in force is 2.2 of the whole and its 
mortgage investments in this state two 
one-hundredths of one percent of its 
total of such investments. 


Other Figures Illuminating 


Other figures in the compilation made 
are similarly illuminating. All the New 
York companies have a great dispro- 
portion of their mortgage investments, 
as compared with other states, in New 
York. The figures are: Equitable, 41.9 
percent, with only 24.6 percent of its 
business in New York; Mutual Life, 92.1, 
as compared with 17.5; Metropolitan, 70.5 








as compared with 20.3; New York Life, 
52.6 as compared with 18.1. 

The Prudential, the only non-New 
York company of the five, has $38,621,- 
432 invested in New York mortgages, 
as compared with $159,886,830 similarly 
invested in the rest of the United States. 
The figures for the Metropolitan are: 
in New York, $252,315,515; elsewhere, 
$105,387,531. For the Equitable: In New 


York, $53,048,114, elsewhere, $73,668,881. 
For the Mutual Life: $96,080,592, else- 
where $8,226,950. For the New York 
Life: In New York $86,611,562, else- 
where $78,184,664, 

The four New York companies have 
total mortgage investments in New 


York state of $488,055,783, and in the 
rest of the country, of $265,468,026. The 
average amount of each mortgage loan 
in New York state is $12,437 for the 
group of four New York companies, and 


$5.817 for the Prudential. In the rest 
of the country the group average per 
mortgage loan is $8,988, and the Pru- 


dential average $5,414. In New Jersey 
the group mortgages average $13,449, 
and the Prudential mortgages $6,376. 

The New York group mortgage in- 
vestment averages, per $1,000 of insur- 
ance in force, $163 in New York, $4.70 
in New Jersey and $50 for the country 
as a whole. For the Prudential the 
same proportions are :In New York, 
36; in New Jersey $30.18; in the coun- 
try, as whole, $38.95. 


To Continue Savings Bank Plan 


The life insurance-savings bank ac- 
counts, which were placed in the Great 
Lakes Trust Company through the 
Bowes, Merrick, Pickering Company 
of Chicago have now been transferred 
to the Central Trust Company of Chi- 
cago, owing to the fact that that insti- 
tution has purchased the deposits and 
accounts of the Great Lakes Trust, 
which has retired from active business. 
The life insurance portion of the con- 
tracts was written in the Travelers. 
The Central Trust Company will write 
no new accounts on this plan, but will 


carry to expiration those now in 
effect. R. H. Pickering, who orig- 
inated the plan for Bowes, Merrick 


& Pickering says that he will have an- 
other connection with a downtown 
bank in the near future. His plan has 
been very successful. During the four 
weeks it was in operation, 635 life insur- 
ance-savings accounts were sold. 





North American Enters Texas 


DALLAS, TEXAS, July 26—The 
North American Life Insurance Com- 
pany has entered Texas and established 
offices in Dallas. The officers are in 
the Praetorian Building and W. A. 
Frost and F. L. Nutting, both insur- 
ance men of Dallas, are in charge. At 
present the agency of the company in 
Dallas is confined to North Texas but 
eventually the company plans to estab- 
lish agents in every city in the state. 








GROUP LIFE SALESMEN 
SEEKING NEW GROUND 


Necessary to Create New Prospect 
List Because of the Busi- 
ness Conditions 


SERVICE IS NECESSARY 


Much Influence Is Being Brought to 
Bear to Hold Present Policy- 
holders in Line 





Group life insurance is passing 


through an interesting evolution at this 


time because of business conditions 
generally. Up to August of last year 
any concern whatever employing 50 


people or over was a prospect. Busi- 
ness was flourishing, enterprises of all 
kinds were making money, and they 
were interested in group insurance. 
Since then the prostration of industry 
has had an effect on group policies. 
The field is not so wide as before. 
Those specializing on group insurance 
find that it is impossible to interest 
some concerns because they are travel- 
ing with a broken wing and are only 
going on a limited scale. Many con- 
cerns have dismissed their employes or 
suspended them for the time being. 
Others are keeping in operation as 
best they can and probably are taking 
a loss. 


Seeking Prosperous Industries 


The problem of the group solicitor, 
therefore, is to ascertain what lines of 
industry are prospering and what are 
activities that can pay for insurance and 
that will be interested in it. A number 
of printing concerns have been written 
for group insurance within the last few 
months. Prices have not been reduced 
in that trade. Printers are making 
good money. Furthermore, the threat 
of a strike caused the printers to take 
action that would conciliate their em- 
ployes and cement them more firmly to 
their concerns. This is especially true 
with the open shops. Another factor 
that is helping group insurance is the 
decision of almost all concerns not to 
pay any further bonuses. During the 
flush period bonuses were very popular. 
Concerns were willing to divide the 
profits with their employes and took 
the bonus plan to do it. Now they are 
cramped and cannot afford to pay a 


bonus. Many corporations have 
passed their dividends or reduced 
them. The group life plan comes in, 


therefore, as a substitute for the bonus. 
Lapse Ratio Is Heavy 


It is requiring much ingenuity these 
days to hold group policies. The lapse 
ratio in many instances is quite heavy. 
Many concerns say that they are curtail- 
ing in every possible way. They are 
lopping off expense. The life com- 
panies, however, point out the fact that 
all concerns need to gain the favor of 
the employes that are left and should 
not lose the accumulative effect of 
group insurance. Some concerns are 
even keeping up their group policies on 
employes that are temporarily out of the 
running, but which will be taken on 
later. Naturally, even where group in- 
surance policies have stuck, there has 
been a great reduction in number of 
employes insured. Banks and _ trust 
companies are still good prospects. 
Concerns that have adopted the open 
shop policy are regarded as excellent 
material to canvass. They want to do 
everything possible to win the favor of 
their employes. 

Many students of group insurance 
say that the companies must perfect a 

(CONTINUED ON PAGE 16) 
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Lincoln Life Building 





“The Willto Win” 





WEAK despondings are to be destroyed by 
the “will to win,” President Harding has 
told the business leadership of America. 


Courage of the kind which is not dismayed by the yelpings 
of those who are whipped before they start to fight is called 
to command our return to normalcy. 


Enterprise founded upon the rock of character stands as the 
crowning virtue of the hour. 


Such energy which “wills to win” in every emergency is part 
of the life blood of The Lincoln National Life Insurance Com- 
pany. Its lofty ideals of service—taken at its inception from 
the service ideals of the life of Lincoln—gives it a character 
which knows no defeat. 


The years have developed its opportunities to serve, and no 
chance to prove its earnestness has been neglected. Its spirit 
of [co-operation has builded a confidence which has grown 
stronger as its scope of action broadened. 


You link up with a vital force which “wills to win” when you 
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The Lincoln National Life 


Insurance Company 


“It’s Name Indicates Its Character” 


Now More Than $175,000,000 in Force. 


Fort Wayne, Ind. 











‘NORTHWESTERN MUTUAL 
MEN IN CONVENTION 





Big Gathering of General and 
Special Agents Held in 


Milwaukee 


LEADERS ARE ANNOUNCED 





Many Interesting Talks Are Made by 
Those Who Have Had a Wide 
Experience 





MILWAUKEE, WIS., July 27.—Co- 
incident with the close of the 1921 con- 
vention of the Agents’ Association oi 
the Northwestern Mutual Life here, 
beginning Monday and continuing un- 
til Wednesday evening, the trustees of 
the company reelected all of the officers 
of the company. 

Following the adjournment of the 
agents’ convention and the ending of 
the trustees’ meetings, an informal re- 
ception and get-together meeting was 
held by the 700 present in the lobbies 
and offices of the company. It was not 
on the programme. It illustrated the 
feeling of sound optimism, the spirit of 
team work, and the “call to work” 
which prevailed throughout the conven- 
tion of the field men. 


President Van Dyke's Welcome 


President W. D. Van Dyke of the 
Northwestern Mutual, in welcoming the 
agents, called attention to the fact that 
this year is the 76th anniversary of the 
establishment of life insurance as an in- 
stitution in America, the 64th anniver- 
sary of the birth of the Northwestern 
Mutual and the 45th annual meeting of 
the agency association. On July 1, the 
Northwestern had 750,000 policies in 
force, with $2,300,000,000 insurance. Its 
assets are $490,000,000. He said that 
statutes permitting amortization valua- 
tion have been adopted in 20 of the 
states this year. Altogether 32 states 
now have such statutes. The Wiscon- 
sin legislature during the last session of 
the legislature amended its statutes so 
as to enlarge the field of permitted in- 
surance investments. 


Optimism Is Keynote 


Speaking of the business outlook he 
said that wearied with unprecedented 
inflation, followed by equally unprece- 
dented deflation, which extremes have 
created a so-called business bedlam, 
thoughtful minds are not now looking 
for further inflation but are hoping for 
a speedy return to stable business con- 
ditions, that is, to times of continuous 
normal business prosperity. General 
business gains no permanent benefit 
whatever from a period of excited and 
abnormal inflation. Artificial prosperity, 
accomplished by an abnormal suspen- 
sion of effort and an inflated scale of 
living are entirely out of harmony with 
economic principles which. are and ever 
have been the very foundation of nor- 
mal business prosperity. 

The subjects of proper attitude of the 
life underwriter toward conditions. 
methods for greater efficiency in work 
and a call for conservation and econ- 
omy, marked practically every address 
of the meeting. 

Many “Get-Together” Occasions 


The arrangement for the convention 
provided not only for get-together gath- 
erings, renewals of old acquaintances 
and making of new ones, but it provided 
for them at the beginning of the con- 
vention and in such specific and agree- 
able variety of occasions that “get-to- 
gether” really functioned and pleased 
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Tuesday morning when the business 
sessions opened. 

Golf, trap shooting, baseball and 
sightseeing tours, followed by _indi- 
vidual meetings of the general, the dis- 
trict and special agents and the Mara- 
thon club were the specific get-together 
occasions of Monday. The golf tourna- 
ment at Blue Mound Country Club had 
fifty starters, the prize for low gross 
score going to A. B. Sweet of Chicago, 
with a 77. 

H. E. Slater of the home office con- 
ducted a party of several hundred 
agents through the home office, follow- 
ing the course of an application upon 
receipt, through to final approval. 


Marathon Club Elects 


At 6 p. m. the Marathon club, now 
numbering 62 members, gathered for 
the annual dinner. Nelson of 
Peoria, Ill, is the 1921-2 president of 
the club by virtue of having written 
280 policies; N. R. Hill, of Williams- 
port, Pa., with 213 lives written, became 
vice-president. 

At the meeting of the general agents’ 
group Monday evening, C. H. Parsons 
of Toledo, was elected president; W. F. 
Atkinson, Brooklyn, vice-president, and 
Sam Pearson of Kansas City, secretary. 

Officers of the district and special 
agents’ organization were elected as fol- 
lows: President, R. F. Clendenin, Paris, 
Ky.; vice-presidents, James H. Cope- 
land of Milwaukee, and D. E. Baker of 
Minneapolis; secretary, Dan P. Hoyn, 
Chicago; executive committee: E. B. 
Stinde, St. Louis; R. K. Davis, Findlay, 
Ohio; A. L. Schauffler, Kansas City, 
and A. L. Reed, Cedar Rapids, Ia. 


General Association Officers 


The election of the general associa- 
tion, held Tuesday morning, following 
the calling of the general business ses- 
sions, resulted as follows: 

President, P. T. Throop, general 
agent, New York City; secretary, Wil- 
liam H. Conlin, of the McMillen Agency, 
Milwaukee. Mr. Throop, the new presi- 
dent, has been a general agent of the 
company for over 30 years, and for 
many years continuously held the office 
of president of the General Agents’ As- 
sociation. In accordance with the cus- 
tom of rotating the offices among the 
two groups, the general and the district- 
specials the office was awarded to a gen- 
eral agent this year, Mr. Pevser being 
nominated at the meeting of the gen- 
eral agents Monday night. 

Harry Clay Coffeen, the 1920-1 presi- 
dent, called the general convention to 
order promptly at 9:30 Tuesday morn- 
ing, and a moment later President Van 


Dyke was escorted into the hall. A 
remarkable demonstration followed his 
appearance and Mr. Van Dyke was 
deeply moved by the greeting. 
Award of Honors 
Following the election of officers, 


George E. Copeland. superintendent of 
agencies, was introduced to announce 
the “big news” of the agency year. Mr 
Van Dyke was called on first to present 
the Van. Dyke cup for conservation of 
life insurance, awarded on the basis of 
prevention of lapsation, re-insurance of 
old members and per capita rating. The 
eup was awarded to the John I. D. Bris- 
tol general agency, New York City. In 
the absence of Mr. Bristol, Theodore A. 
Persey accepted the cup in behalf of his 
colleagues. 

The big news was the prize winners 
for the year: 


Name—State Amount 
C. E. Albright. Wisconsin...... $2.679.000 
T. A. Peyser, New York........ 1.098.500 
Herman Brandt. New York.... 1,175,500 
G. H. Crosbie, Massachusetts.. 732,667 
G. C. Wuerth, New York4...... 623.384 
W. P. Hutchison, Tllinois...... 487.500 


Number of Lives—B. C Nelson, Illinois. 
It was the fifteenth consecutive year 
for Dr. Albright to receive high honors, 
leading all the agents in business paid 
or 


Papers All Optimistic 


Tuesday afternoon. Charles H. Parsons 
of Toledo discussed the “New Era.” 
sounding again the keynote of efficiency 
and economy of time and energy as 


voiced by Mr. Van Dyke in the opening 
iddress and squarely meeting the ques- 
tion of how to meet present-dav condl- 
tions 


in the general field of business. 








| 
Mr. Parsons received a particularly big | ciation in appreciation of the entertain- 


cheer when he said: “The poor agent is 
going, the good agent is coming in.” 
“Northwestern Co-operation,” 
the Northwestern Stands as We 
the New Era,” and the “Right Perspec- 
tive” was the trio of subjects following, 
all sizing up the immediate future of 
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“How | 
Enter | 


} 


the life underwriting business—optimis- | 
tically, but with a warning to the agent | 


need 
belief 
this 


who has not yet awakened to the 
for work or who is filled with a 
that work is more or less useless at 
time. 

One of the features of the annual din- 
ner of the general association Tuesday 
evening was the presentation of trophies 
to the winners of the athletic events on 
Monday, by Henry F. Tyrrell of the 
home office. 

Following the dinner, the agents went 
in a group to the Pabst Theater, where 
the Clerks’ Association of the home of- 
fice was host and presented a play writ- 
ten and produced entirely by 
of the clerks’ body. The play was enti- 
tled “Broadway Follies—In a North- 
western Gale.” Eugene P. Lecher of the 
claim department, and an entertainer of 
note, was general chairman of the thea- 


ter party. 
The Northwestern agents’ meeting 
Wednesday afternoon raised a large 


fund for the Home Cffice Clerks’ Asso- 
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ment and show Tuesday night. Wednes- 
day was the forty-fourth anniversary of 
the founding of the association. It was 
discovered that it was also the birthday 
of Harry Clay Coffeen of Chicago, presi- 


dent during the past year. Mr. Coffeen 
was given a big ovation A call went 
up for all past presidents of the asso- 
ciation and nine responded. 

Mrs. D. E. Bagwell, special agent of 
the Zancey & Lowe general agency, 
| Atlanta, Ga., the only woman to make 
|} the “Marathon Club,” was introduced as 
| making the club in seven months of ac- 
tual work, paying for 116 lives and total- 
ing $240,000. She wrote $20,000 the first 
week. Mrs. Bagwell is a widow 32 years 


members | 


| porations or insurers during the pre- 


old and said she entered business when 
left a widow through influenza and 
found she was inadequately insured, 


Minimum on Retaliatory Tax 


“The amount of such taxes paid by 
insurance corporations or insurers shall 
not be less than three-eighths of 1 
percent on the amount of the gross 
premiums received for direct insurance, 
less deductions provided, by such cor- 


ceding year.” 


This amendment to the reciprocal 
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| and retaliatory insurance tax laws has 


been passed by the Wisconsin legisla- 
ture, and was signed by Gov. Blaine 
during the past week. is chapter 
510 of the 1921 laws. 

The measure was handled very 
quietly Several company officials 
stated they had not heard about it. The 
application comes under the old act, 
sections 1211 to 1237, providing that 
when any insurance corporation or 
other insurer of Wisconsin shall be 
licensed to transact insurance in any 
ether state, territory or district of the 
United States, like insurers from such 
states, etc., shall pay no other or greater 
taxes, fees or licenses than are imposed 
on the Wisconsin insurers in the other 
states. 

[he amendment, in short, places a 
minimum on the amount of taxes paid 
by outside and domestic companies to 
the state of Wisconsin, regardless of 
what other states may provide under 
reciprocal or retaliatory, taxation meas- 
ures. 


It 





H,. C, Walburn of Huntington, W. Va. 
was leader of the Bankers Life of Des 
Moines sales force for June with a total 
production of $118,000. 
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APPEAL OF BUSINESS 


RELATED BY BIG PRODUCER 





Aetna Agent Gives 10 Reasons for Suc- 
cessful Man Being Enticed Into 
Life Business 





Keene & Simpson, managers of the 
Aetna Life for Indiana, with headquar- 
ters in Indianapolis, held their first 
quarterly meeting recently in their en- 
larged quarters. . M. Finney, presi- 
dent of the $100,000 Club, presided at 
the Friday morning session, J. E. Keene 
on Friday afternoon and P. W. Simp- 
son on Saturday morning. 

One of the feature papers of the ses- 
sion was given by Robert E. Tracy on 
“Why Life Insurance Attracted Me As 
a Life Work.” As Mr. Tracy recently 
gave up a secretaryship with the In- 
dianapolis Chamber of Commerce and 
turned down a number of very attrac- 
tive offers in other lines of business to 
take up life insurance, his reasons are 
interesting. “There are ten reasons 
why I entered the life insurance busi- 
ness,” he said. “Although I had a num- 
ber of other avenues of activity that I 
could have followed, such as law, mu- 
nicipal research, city management and 
chamber of commerce work, I elim- 
inated all in favor of life insurance as a 
career for the following reasons: 


Human Side Appeals 


“First—The human side of life insur- 
ance appealed to me strongly; its basic 
humanitarianism won me; the fact that 
life insurance aims at relieving and pre- 
venting distress caused by death of the 
head of the family. 

“Second—The opportunity which life 
insurance offers to serve the public in 
a big, broad, unselfish way, at the same 
time permitting the individual to de- 
velop himself to the highest point of 
efficiency through the rendering of 
service. 

“Third—The permanency and stabil- 
ity of the work are attractive features. 
There are really no fluctuations. The 
need for life insurance is constant and 
continuous and there is no such thing as 
depression, because of this fact. 

“Fourth—For the man who always 
wants to remain active and in harness, 
life insurance offers perhaps the one 
field where he can operate just as long 
as he wants to keep going. It is a work 
in which age is not very much of a 


handicap and in which there is no dead- | 


line. 

“Fifth—It is a work in which the pos- 
sibilities of earning an income are ab- 
solutely unlimited for the man who is 
willing to work hard and intelligently. 
There is no deadline here either beyond 
which the company does not care to 
have a man go. There is almost no 
other field of endeavor in which a man 
invests no capital in which returns can 
possibly be so great. 

“Sixth—Life insurance is a work in 
which one can be aggressive and can 
have initiative. Both of these qualities 
are essential to success. There is no 
such thing as sitting around waiting for 
business to come. One must go after it. 

“Seventh—Life insurance is the near- 
est thing to being in business for one- 
self with no capital investment, except 
one’s time and energy, that there is. It 
is an old saying that time is money and 
time intelligently expended in life insur- 
ance work is bound to mean money for 
the man who expends it. 


Varied Duties Open 


“Eighth—Life insurance for me 
offered the opportunity to apply my 
legal knowledge. The interpretation of 
contracts and the clauses therein is a 
very important service in the life insur- 
ance field and the legal training here 
will prove very valuable. 

“Ninth—Life insurance offered me 
the opportunity to capitalize my large 
acquaintance which came about prin- 
cipally through serving the public in a 
civic way for a number of years. The 














SOME MEN UN DAUNTED 


ADDRESS BY M. H. O. WILLIAMS 





Assistant Agency Superintendent of 
Northwestern Mutual Shows That 
Some Agents Are Winning 








MILWAUKEE, WIS., July 27.—As- 
sistant Superintendent of Agencies M. 
H. O. Witiams of the Northwestern 
Mutual Life in his talk to the agency 
convention called attention to the fact 
that some agents are showing fine in- 
creases these days because they have 
the right prospective and are not look- 
ing for opposing obstacles. He said 
that unfavorable conditions do not 
daunt the agent with confidence, cour- 
age and industry. . 

He recalled Irvin C. Renfrew oi 
Spearville, Kan., who shows an increase 
in production of 175 percent. Sam A. 
Erickson of Crookston, Minn., has an 
increase of 105 percent. G. E. Gothard, 
from a little town, Poteau, in southern 
Oklahoma, shows an increase of 100 
percent. He recited other cases of simi- 
lar nature where agents have made 
splendid progress. ; 

He directed the agents’ attention to 
the result of the campaign of General 
Agent Harry L. French at Madison, 
Wis., for $1,000,000 in applications for 
June. He was asking for nearly $400,- 
000 more in business than the agency 
had ever produced in a single month in 
its history. In spite of the handicap 
of general business depression and the 
hottest June ever recorded by the 
weather bureau, applications amounted 
to $1,383,000. ; 

J. G. Donohue of Detroit, a city that 
is credited with being harder hit by 
general conditions than any other, in- 
creased his volume of business 117 per- 
cent and his number of lives insured 75 
percent. E. O. Goldberg of Kansas 
City increased his business from $576,- 
300 to $1,054,600. 

Bert C. Nelson's Record 

The most remarkable of all, said Mr. 
Williams, is the record made by the 
new president of the Marathon Club, 
Bert C. Nelson of Peoria, Ill. He was 
not under contract for the full agency 
year 1919-20. His town was supposed 
to have been practically wiped off the 
map by the eighteenth amendment. He 
paid for insurance on 280 lives during 
the last agency year, beating the best 
previous “Marathon” record made in 
the best twelve months ever known for 
writing life insurance, June 1, 1919, to 
June 1, 1920, by 40 lives. Mr. Williams 
said that Mr. Nelson did not allow his 
vision of possibilities of the business 
to be distorted by the pessimistic stories 
he heard on every hand. He had the 
right perspective, worked harder and 
used more shoe leather, gray matter and 
enthusiasm in order to triumph over 
the difficulties that beset his path. 








big asset in life insurance is an ac- 
quaintance and the man who has se- 
cured such acquaintance through un- 
selfish public service is indeed fortunate. 
This was one of the strongest reasons 
for my entering the life insurance busi- 
ness. 

“Tenth and Last—Life insurance at- 
tracted me as a career because of the 
opportunity which it offered to enter a 
basic business lying at the root of our 
whole national economic structure. The 
life insurance business is the clearing 
house for much of the invested capital 
going into railroads, public utilities and 
farms and other lines of endeavor which 
serve as the arterial system of the 
country. The life insurance companies 
and the banks are a great source of na- 
tional credit, keeping the wheels of in- 
dustry turning. It appealed to me very 
strongly to become connected with one 
of the leading life insurance companies 
of the country, which shares in the 
making of the United States the most 
progressive and richest garden spot in 
the world.” 
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FARM MORTGAGES IN FAVOR 





Bankers Life of Des Moines Considers 
This Class of Investment Still 
the Best 





DES MOINES, IA., July 26— 
George Kuhns, president of the Bank- 
ers Life Company of Des Moines, says 
that farm mortgages continue to be the 
safest and best method of investing life 
insurance funds. 

“The status of farm mortgages as de- 
sirable investments for life insurance 
companies,” says Mr. Kuhns, “is fully 
as favorable as it ever was. Farm lands 
in lowa and other states of the Mis- 
sissippi valley have changed hands at 
unusually high prices during the last 
few years, the bulk of the sales run- 
ning from $300 to $400 per acre and in 
some instances as high as $600. These 
high priced transfers have not affected 
farm loan valuations, if made by con- 
servative life insurance companies. 
Loans have been made and are now 
being made on a basis of only slightly 
increased values as compared with pre- 
war years. The Bankers Life Company 
limits the amount it will loan on any 
farm land to $100 per acre, although 
the property may be valued as high as 
$600 per acre. 

“Moreover, policyholders of all Iowa 
companies are doubly safeguarded with 
respect to the investment of their trust 
funds by reason of the Iowa law, which 
limits farm mortgages to 50 percent of 
the actual value of the ground exclu- 
sive of improvements. Life insurance 
companies generally have not loaned 
money on farm lands on the basis of 
the high prices of -1919 and 1920, but 
have made their loans on the basis of 
normal conservative values, as did the 
Bankers Life Company.” 


The Lithuanian Allience of America, a 
Fraternal Life Insurance Company of 
Wilkesbarre, Pa., has applied for admis- 
sion to Michigan. 








ALLIS CASE HOLDS ee ne DETROIT BANK PLAN \n | JUDGE SCORES FRATERNALS 





Is Important to Insured and Insurer 
in Large Policy Sales for Tax 
Purposes 





MILWAUKEE, WIS., July 
That the decision of the Wisconsin 
supreme court in the Allis insurance- 
inheritance tax case and the adoption 
by the Wisconsin legislature of a meas- 
ure doubling inheritance tax rates, has 
caused greater interest among insured 
and insurers in the life branch of the 


business than any other thing that has | 


happened in Wisconsin in many years, 
is commonly asserted among life un- 
derwriters in Milwaukee and other 
points in the state. 


the Massachusetts Mutual, points out 
that a very large number of women are 
taking life insurance at this time, on 


their own lives, to provide funds for | 


payment of inheritance taxes conse- 
quent upon life insurance, with the par- 
ticular idea of providing for children 
and other near heirs in meeting the tax. 

Legal experts who have studied the 
Allis decision, in connection with which 
a request for re-hearing will probably 
go to the supreme court shortly, state 
that this decision appears to make it 


very clear that the law classifying in- | 
surance payable to a third party as in- | 
heritance, applies only in insurance, the | 


premiums on which were paid by the 
deceased, whose estate may be before 
the taxing body. Consequently, it is 
stated, if a wife or other beneficiary 
named in a policy pays the premiums, 


the proceeds of such policy cannot be | 
considered as a-part of the estate of the | 


insured, and are not subject to the tax. 
A member of the law department of a 
Milwaukee company takes this view of 
the decision quite positively. 

The official publication of amend- 
ments to the Wisconsin inheritance tax 
laws this week, will show among others 
several sections directly applicable to 


26.— | The American Loan & Trust Com- | 
, of Detroit, 
E. Bassett of the protective savings de- 
partment, 
lowed by his bank in connection with 
ife insurance is superior to that pur- 
sued by the Harris Trust of Chicago. 
| Mr. Bassett says that the advantages of 
his bank-insurance plan are, first, that 
the plan comprises a five-year savings 
period instead of ten and secondly, the | 
bank pays the insurance premium in 
| addition to 3 percent interest on sav- 
Joseph W. Briggs, state manager of | ; 


non-renewable and is carried by the 
Lincoln 
National Life insurance plan in con- 
nection with banks calls for a decreas- 
ing amount of insurance as the amount 
| of the 
posit is paid regularly and that pays the 
life insurance premium as well as the | 
| deposit. 


| years, 


the depositor has $600 plus $47.78. If | 
he should die in the meantime his es- 
tate would always be sure of the $600. 


insurance. 
ous amendments offered and attempts | 
to amend, the official text of the act, 
which is No. 
extraordinary 
writers. 
unable to answer the questions of in- 
sured and prospects as to the new status 
ef things with regard to insurance in- 
| Leritance tax purposes. 


formed in the 
James T. Lyons is president, 








Manager R. E. Bassett of the American | Oklahoma Jurist Says From the Bench 
Loan & Trust Co. Savings Depart- 


That These Concerns Hold Out 


ment Explains Its Scheme False Hopes 








OKLAHOMA CITY, OKLA., July 
26.—Plans for the reorganization of the 
Gould Investment Insurance Company 
|of this city so that its operation will 
comply with state insurance laws were 
approved last week by George W. Clark, 
district judge. Action for an injunc- 
tion to stop the company from doing 
| business and for the appointment of a 
| receiver to handle its affairs was filed 
| through the attorney general’s office 
several months ago by E. W. Hardin, 
insurance commissioner. The plan is 
equivalent to dissolution, officials of the 
insurance department say. 

After a day of arguments the vote of 
the certificate holders was 1,500 to 300 
in favor of the reorganization, as 
| against dissolution and part reimburse- 
| ment of certificate holders. 

Judge Clark denounced fraternal or- 


through Manager R. 


declares that the plan fol- 


The insurance is five-year term 


National Life. The Lincoln 


The de- 


bank deposits increase. 


For instance, if a person de- | ganizations when he gave his approval 
sires to create $600 by the end of five | to the reorganization plan. 
it means a monthly deposit of | “For forty years I have had experi- 


At the end of the savings period, | ence with fraternals, hailed as the poor 
| man’s hope,” Judge Clark said. “I have 
| held policies in them, and now I am 
| paying $16 a month for a $2,000 policy 

— — —_. | and $22 a month for a $3,000 policy. 
| All of these old fraternal orders are 
| finding that they cannot do business 
| when their patrons begin to get old on 
| the same basis they did when most of 


Owing to the numer- 


568, is being awaited with | their members were young, and rates 

interest by life under- | are being increased. If this company 
Many frankly confess they are | could do what it promised to under the 
old plan of operation, I'd want to put 
into it every dollar I could get.” 


E. D. Lowmiller, connected with the 
Missouri State in the group department, 
has just returned from a trip in Texas, 
office. where he closed group contracts aggre- 
gating over $500,000. 


branch Aetna Life Club has been | 
Atlanta branch 











Grow with a Growing Company 


The Surety Fund Life Company of Minneapolis 
Has Been Consolidated With The 


STATE LIFE INSURANCE COMPANY OF IOWA 


The consolidated companies represent combined 
assets of $1,775,000.00 and insurance in force of 


$20,000,000.00. 


Battles of Business are won by hard work—and 


cooperation. 


You will find the State Life Insurance Company of 
lowa always anxious to contribute to the prosperity 


of its agents. 


It is not too large to give considerate attention to the 
little things that mean much to individual agents. 


It is not too large to lend its support to the agent 
whose business is small but none the less important 
to him. 


Summed up, the State Life Insurance Company of 
lowa offers you a company plenty strong enough to 
inspire the confidence of the insuring public (it 
ranks third in paid up capital among middle western 
companies)—but not too large to give individual 
attention to individual agents. 


State Life Insurance Company of Iowa 


A. C. TUCKER, President 





DES MOINES 


- IOWA 
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Public 
Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 








ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 




















Having recently entered 
. Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—l]—- 
Contract direct with the 
Company. 

—l}—- 
Over $125,000,000 of in- 
surance in force. 

-{}- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Offce, 
Springfield, Ill. 











OUTLOOK NOW BRIGHT 


CALIFORNIA BUSINESS GOOD 





That State Is One of Few Sections 
That Has Not Shown Decrease 
From Last Year 





SAN FRANCISCO, CAL., July 26. 
—Life insurance business in the North- 
ern California section is good. It may 
also be in Southern California, and un- 
doubtedly is, for that territory has al- 
ways been an excellent field for the 
hustling life insurance agent. Of all the 
Pacific Coast states California has had 
few agencies which have not shown 
material increases in new business writ- 
ten during the first six months of the 
year. The Pacific Northwest has been 
noticeably lacking, owing to the terri- 
torial conditions which were the first 
to be affected during the so-called re- 
adjustment period. Arizona and Texas 
are not as good as they were, owing to 
the nature of their industries, while 
California, being a large producer in 
such a varied list of products, has been 
less affected than any. 

Of course there have been heavy 
losses suffered by producers in Cali- 
fornia and the warehouses are loaded 
down with various commodities which 
have been there since the readjustment 
of world trade started. The foreign 
trade business in California is practi- 
cally dead and all those who entered 
that business during war times are 
slowly going back to their own jobs. A 
comparatively few still remain. Despite 
these conditions the dairying business, 
grain, vineyards, fruit, etc., as well as 
mining, have continued with little in- 
terruption and most life agents find that 
the business is there only it has to be 
diplomatically chosen and sold instead 
of picked off like ripe fruit off a tree, 
as was the condition in 1920. 

The home office agency of the West 
Coast Life, which includes all Northern 
California, shows an increase of ap- 
proximately 15 percent over the first six 
months of last year. The New York 
Life, for the state, shows a wonderful 
increase in business, over $26,000,000 
having been written by the San Fran- 
cisco Clearing House. This is more 
than was written for the entire year 
1919 and almost as much as in 1920. 

Few offices complain of decreases in 
San Francisco. In most of these there 
are individual reasons for the smaller 
production rather than anything that 
could be considered as outside condi- 
tions. 


Will Open a Chicago Office 


The American Life Reinsurance of 
Dallas, Tex., will on Aug. 15 open a 
branch office in Chicago to be in charge 
of Secretary and Actuary Fred D. 
Strudell. The office will be located at 
108 S. LaSalle street. The American 
Life Reinsurance has worked up a 
large business in the central west. 
President A. C. Bigger has arranged for 
the Chicago office to give the same 
service that is obtained at Dallas. This 
will enable the company to be in closer 
touch with a large number of compan- 
ies with whom it has contracts. Chicago 
is the center of a large field and can be 
reached over night by mail from dozens 
of home offices. 


Seek Carnegie Course 


Los Angeles, California, has made a 
bid for a course from the faculty of the 
Carnegie School of Life Insurance 
Salesmanship, the overtures for a ses- 
sion of nine weeks in the Southern Cal- 
ifornia city being made to Mr. Love- 
lace in San Francisco during the course 
that is now in session there. The 
Southerners propose to put up the 
guarantee at once, if possible, in order 
to make their bid for 1922 the stronger. 


The Travelers Club has been formed 
in Baltimore by the men of the Balti- 
more branch. 








LICENSE IS RESTORED 


SHARP CLASH WAS FEATURE 





E. P. Perrine, Vice-President of the 
Mountain States Life Gives Some 
Sensational Testimony 





DENVER, COLO., July 27.—The 
Mountain States Life won in a_ court 
decision against Commissioner Wilson. 
Its license is now restored in Colorado. 

The court held that since the com- 
pany can no longer sell stock as an in- 
ducement to securing life insurance, 
this issue was not involved in the case. 
Irregularities in the preliminary organ- 
ization, the court ruled, could not be 
inquired into owing to the subsequent 
license of the company by the Colorado 
department. Evidence is not conclusive 
that the company is insolvent, the court 
declared. 


DENVER, July 25.—Testimony by 
E. P. Perrine, vice-president of the 
Mountain States Life to the effect the 
company “manufactured” testimony for 
the hearing before the insurance com- 
missioner, at which the company’s li- 
cense was revoked, and a vigorous ob- 
jection by Leslie E. Hubbard, counsel 
for the company, that the “witness had 
been coached to be an adverse witness,” 
featured the hearing before Judge Fran- 
cis E. Bouck of Leadville, of the com- 
pany’s appeal from the insurance com- 
missioner’s decision. 

Mr. Perrine said the Mountain States 
Service Company, the fiscal agent of the 
Mountain States Life, dated back a 
trust agreement to make an appearance 
of regularity in a transaction whereby 
the service company agreed to buy 
stock of the insurance company. This 
was done, Mr. Perrine said, to conform 
with the provisions of the insurance 
code which reguires an insurance com- 
pany to have its capital stock sub- 
scribed before it can operate. Mr. Per- 
rine said the trust agreement was dated 
back for the purpose of “manufacturing 
testimony for the hearing before the 
commissioner.” 

Before the signing of the trust agree- 
ment, the service company, Mr. Perrine 
said, existed in name only. The witness 
characterized the sale of the stock of 
the life insurance company to the serv- 
ice company as an option, to which At- 
torney Hubbard objected, stating that 
the witness had been “coached.” 

The efforts of counsel for those inter- 
ested in revoking the license of the in- 
surance company were devoted to an 
attempt to prove that the insurance 
company and the service company, its 
alleged fiscal agents, had identical offi- 
cers and directors and to show the al- 
leged sale of the company’s stock was 
not a bona fide sale. The insurance 
commissioner contends that before the 
company had a right to solicit insur- 
ance it should have had bona fide con- 
tracts for the sale of all its capital stock. 


Insures Artist 

The Burton-Mercer Producing Com- 
pany of Indianapolis, which has stage 
rights to “Abe Martin,” a feature of 
“The Indianapolis News” conducted by 
Kin Hubbard, artist and author, has 
taken out an insurance policy on the 
life of Mr. Hubbard covering the period 
for which their contract runs. Henry 
K. Burton of the company says that 
they consider Mr. Hubbard’s continu- 
ance in his work has a real value to 
the success of their stage production of 
his character, and it is to protect them- 
selves against the loss of this asset that 
they have taken the insurance. 


Agents and office force of the Old 
Line Life, Milwaukee, on Saturday held 
their annual picnic at Army Lake. Wis.. 
the program including a series of land 
and water sports, “eats,” dancing, music 
and tugs of war between departments. 
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WILL MULTIPLE MEN 
BE THE PRODUCERS? 


Company Officials Express Their 
Views As to Tendency of 
the Times 


MOST WANT SPECIALISTS 


Believe That Life Insurance Agents 
Who Are Masters of Their 
Work Are Needed 





ls the tendency of the times for life 


insurance companies to cultivate the 
fire and casualty agencies as good 
sources of life insurance product? In 


some of the large cities particularly, 
of late, big general agencies writing all 
classes of business have established life 
insurance departments. Evidently these 
agencies trying maintain their 
premium income. Values went up rap- 
idly during 1918, 1919 and part of 1920. 
The agencies had all they could do to 
take care of their customers and in con- 
sequence premiums rapidly increased. 
Now with the deflation, people are scal- 
ing down or cancelling off their fire and 
other property insurance lines. In or- 
der to meet the situation many fire and 
casualty men are, therefore, writing life 
insurance, 

The NationaL UNDERWRITER addressed 
some of the company officials asking 
their opinion of the present trend of 


are to 


the times. Inquiry was made of them 
as to whether in their opinion the shift 
oi life insurance production was to- 





profitable to develop life insurance spe- | 
cialists. Some of the replies are very 
interesting and are as follows: 

* * * 

Lloyd Damron, Superintendent of 
Agents, International Life.—A fire in- | 
surance policy ordinarily is written up| 1 
in the local agency and put into effect | 
immediately. The local fire agency 
presumed to be more or less expert at | 
rate making and no medical examina- 
tion is required by the fire insurance 
company. An entirely different mode 
of procedure, of course, attaches to | 
writing life insurance so that it has al- 
Ways appeared questionable to me 
whether a man may successfully act 
in the dual capacity of fire insurance | 
and life insurance agent. The fact that 
both branches of the business are called 
insurance is about the only thing simi- 
lar in the transactions. 


is 


Best Business from Whole Timers 


Obviously a fire insurance agent au- | 
thorized to sell life insurance is a part 
time man so far as the life company is | 


concerned. We do not subscribe com- 
pletely to the movement against part 
time life insurance agents. Some of 


the best business we have ever procured 
came through part time men who often 
develop into good full time men. But | 
we draw a sharp mark of distinction | 
against a part time man who is agent in 
name only, and who fails to account 
for a satisfactory volume of business 
and an active development of his ter- 
ritory. Even though he may temporar- | 
ily be a part time man at the outset, 
our most satisfactory business un- | 
doubtedly is produced by the man de- 
voting all his time to life insurance. 
We encounter few men who can give | 
life insurance proper and expert atten- | 
tion while scattering their thoughts and 
energies among fire and miscellaneous 
canvasses. 

Our experience to date in the pro- | 
duction of life insurance through local 
fire insurance agents has not persuaded 
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| pearance 


| then, theoretically again, the 


life insurance field in that direction and 
my own view would be that the disap- 
of a line of demarcation be- 
tween fire and life activities on the part 
of a local agent is remote. At least I 
think that time has not yet arrived and 


not conspicuously in sight. 
. * * 
John M. Stahl, President, Farmers 
National Life.—I have hesitated to at- 


tempt a reply to your inquiry because 
ours is a young company that does not | 
attempt to write insurance in the cities. 
A man needs life insurance just as 
much as he needs fire insurance. Very | 
many men who have no need of fire 
insurance because they own no property 
that will burn, should have life insur- 
ance. Fire insurance bought, but | 
even yet life insurance must be sold. | 
Theoretically, life insurance should be 
bought, and if that were the practice, | 
i same office 
might well handle both fire and life in- 
surance. But here we are confronted 
by a fact—and facts have been called | 
stubborn things—that a man who 
life insurance right must have a really 
large accumulation of special knowl- 
edge. It will be very rare that the 
same man can sell both fire insurance 
and life insurance and sell them right. | 


Life Insurance Is Complex 


1s 


sells | 
| 


complex and | 
continually 


Life insurance very 
life insurance policies are 
taking on new provisions. I am in- 
clined to think that the life insurance 
salesmen should have a special train- 
ing; should give all his time to the 
work; and should be licensed only after 
a very thorough examination. At any 
rate, the man who does best in selling 
life insurance will not try to sell any- 
thing else, and the only advantage 
from a connection with a fire or cas- 
ualty insurance agency would be that 
quite frequently he would get valuable 


18 


| pointers about prospects through that 


connection, and also in some cases there 


| 


9 


with a prominent agency of high stand- 
ing. 

1 believe that more and more will 
be required of the life insurance agent 
and that this will make it constantly 
more difficult for him to be successful 
if he dabbles in other things. I be- 
lieve that more and more will service 
be required of the life insurance busi- 
ness, and that more and more the suc- 
cessful life insurance agent must be in 
position to give that service, which he 
can give only after he gives life insur- 
ance all his thought and study. 

Probably I am wrong about 
have learned to be very modest 
my ability as a prophet. It may be 
my opinion another case of the 
being father to the thought. 

’ ¢ © 


George A. Boissard, President, Na- 
tional Guardian Life—Whether for 
good or for ill, I believe I have noted, 
as you have, the tendency toward mul- 
tiple lines insurance in the bigger 
agencies. I believe, however, this has 
about largely as a matter ac 
development in the underwriting 
Fire agencies began to think 
their single line when lia 
compensation insurance be 
featured. Whether this will 
for the life insurance 
business remains to be seen, but I be 
lieve it is going to make for satisfac- 
tion on the part of the insuring public. 
The bane of the life business in years 
gone by was the lightning special, and 
something of the same trouble obtains 
today with the occasional high-pressure 
agent, who works a territory thoroughly 
and then leaves it. If the general in- 
surance man can develop a real interest 


this. I 
about 
that 


is wish 


of 
come of 
tual 
business. 

outside of 
bility and 
a to be 
be the best thing 


in life business, it seems that he should 
have the best chance in the world to 
care for the life insurance needs of 
patrons of his agency who give him 


their full confidence. We are living in 

changing times, and one takes a chance 

to invade the field of prophecy. 
(CONTINUED ON PAGE 13) 
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Development Due to Evolution 


Cuartes H. Parsons, general agent of 
the NortTHwesterRN MutvaAt Lire at To- 
ledo, O., in a recent address emphasized 
the fact that the big development in life 
insurance of the last two years or so is not 
sudden. 
have caused a setback to the production of 
last year, yet Mr. Parsons declared that 
life insurance is certainly at the open door 


Temporarily business conditions 


of great expansion and that its achieve- 
ments the coming years will be far greater 
than ever. This condition, he thinks, is 
not due to any abnormal conditions that 
have arisen within the last four or five 
years although, of course, the war influ- 
ences undoubtedly stimulated life insur- 
ance growth. 

After all, life insurance has come into 
its own because of long years of educa- 
tion and constant hammering. Agents in 
the field have been talking life insurance 
for years. They have pointed out its ben- 


They have been teaching the lessons 
that have come from experience. There is 
a vast accumulated testimony in favor of 
life insurance as a home protector and as 
a business safeguard. It has gained the 
confidence of the people. The fact that 
the United States government adopted the 
old line system of life insurance for the 
protection of men in military and naval 
service during the time of war was a sig- 
nificant endorsement of the plan. 

There has been constant and unremit- 
ting cultivation of the soil. At times the 
outlook may have seemed discouraging. 


efits. 


The yield did not seem commensurate 
with the seed that was sown and the 
labor that was employed. There were 
hard days and dark days. Now seem- 


ingly, life insurance blossoms as the 
morning rose and the fruitful soil pro- 
duce in abundance. Life insurance 
agents are coming into their own. 


Effect of a Few Examples 


A CASE or two of total disability in a 
community remind people of desirability 
of a total and permanent disability clause 
in life insurance policies. In almost every 
neighborhood there is at least one per- 
son who is unable to be about because of 
some ailment that will perhaps perma- 
nently disable him. Such a case is a liv- 
ing admonition to those that are in pos- 
session of all their faculties. 

A life insurance general agent said the 
other day that until he had on his own 
books a case of total disability to which 
he could refer in canvassing he found it 
difficult to convince prospects that the 
disability clause was useful. Now this 
general agent says that he has five such 
cases. These men have no objections to 


their names being used and the circum- 
stances surrounding their disability. Three 
of these are tuberculosis cases, one is a 
case of insanity and one has nervous 
prostration. It so happens that one of 
his own agents is included in this group 
of five. The fact that one of his own 
men is involved has urged the rest of 
the agents on with greater effort to sell 
total disability. They can talk with more 
authority because one of their own busi- 
ness household is out of the running. 

Life insurance men, in urging the total 
and permanent disability clause should 
have in mind a case or two in the com- 
munity that stand out prominently in or- 
der to show the practical result of dis- 
ability benefits. 


Centering on One Policy 


Tuat agents often do not use their 
best judgment in applying a policy to 
illustrated in an incident 
brought out by one of the companies 
that received a letter from a_policy- 
holder who complained that the agent 
insisted on him taking this policy al- 
though it was not what he wanted. The 
agent had centered his mind on selling 
a policy that matured at age 65 as an 
endowment, providing a monthly income 
thereafter. This is a mighty good con- 
tract for a specific purpose. The policy- 
holder said that if the agent had not 
been a fellow college mate and an old 
friend he would net have taken the in- 


the man is 


surance, 

The agent allowed his enthusiasm for 
a policy that hit the bull’s eye in a num- 
ber of cases to carry him to that point 


every case. In the instance cited, the 
agent should have recommended a regu- 
lar ordinary life policy. The prospect 
desired evidently the largest amount of 
insurance that he could get for his 
family. In later years the endowment 
policy at age 65 would have been a 
logical one to suggest. 

It is well for an agent to know all his 
contracts thoroughly, to realize the 
functions of each and to know just 
which one will fit the needs of a pros- 
pect. Life insurance is wonderful in 
its application. There is no demand 
so far as personal and family protection 


that comes up but what life insurance 
can meet it admirably and adequately. 
One of the fundamental lessons that a 
life insurance mam learns is how to fit 
the policy’ to the particular need of the 
prospect that he is soliciting. 
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The experience of George W. Dough- 
erty of Clinton, Okla., shows that a 
determination to make good can be 
carried out, no matter how late in life. 
Mr. Dougherty is 67 years old, and he 
has resided at Clinton for the past nine 
years. Six years of this time he spent 
as register of deeds in the county, and 
as a farmer. Also he had a contract 
during six years of the time with the 
old Oklahoma National Life and wrote 
a little business. 

Two years ago he decided that the 
life insurance business offered the best 
returns financially, as well as doing a 
work of service to mankind generally. 
A year ago last April he joined the 
United Life & Accident. His 1921 rec- 
ord shows a production of $250,000 for 
the first six months. He was the first 
salesman of the company to qualify 
for the White Mountain Club. All of 
Mr. Dougherty’s business was written 
in three towns, Clinton, Bridgeport and 
Weatherford. Mr. Dougherty is a firm 
believer in intensive cultivation, both of 
the farm as well as the business of sell- 
ing life insurance. 

William Coffin of Cincinnati will be 
the new regional director of the War 
Risk Insurance Bureau with head- 
quarters at Cincinnati in charge of war 
risk affairs in Ohio and Kentucky. The 
position will pay $5,000. The propor- 
tions of the work of the War Risk In- 
surance Bureau may be judged by the 
fact that it was proposed to rent ten 
floors of a new building now being 
erected in Cincinnati at an annual ren- 
tal of nearly $150,000 and this merely 
for the conduct of the War Risk Bu- 
reau affairs in two states. However, 
protests were entered at the amount of 
the rent proposed and more modest 
quarters will be secured by Mr. Coffin. 
It is understood that these regional bu- 
reaus of the War Risk Bureau_ will be 
almost complete administrative of- 
fices in themselves and also that the 
employes will be composed entirely of 
ex-service men. 

W. J. Behrens of Abilene, Tex., gen- 
eral agent of the Missouri State Life, 
first president of the Quarter Million 
Dollar Club of that company, has or- 
ganized a real force of producers. Last 
year their record was $5,000,000 and the 
largest city in the territory has only 
15,000 people. There are about 40 men 
in the agency. Eight of these qualified 
for the $250,000 Club. Nine others qual- 
ified for the $100,000 Club. Mr. Behrens 
was born on a farm. After leaving agri- 
cultural pursuits he went into the hard- 
ware business. He lived in Iowa, where 
he conducted a hardware store, but 
failing in health in 1906 he went to Abi- 
lene, Tex., and turned his attention to 
life insurance. He then made a contract 
with the Missouri State Life and has 
been a consistent producer ever since. 

Mr. Behrens is a trustee of Simmons 


personality, initiative or energy were 
superior attributes in such connection, 
it was wholly natural that President 
Dryden should favor loyalty. His 
father, the later Senator John F. Dry- 
den, founder of and up to the time of 
his death—1911—president of the Pru- 
dential, was intensely loyal to his asso- 
ciates and insisted upon the same qual- 
ity upon the part of all those identified 
with the company, whatever their posi- 
tion. He was loath to believe ill of any 
man, and it was a most difficult matter 
to convince him that one to whom he 
had given his confidence was unworthy 
of it. The spirit of loyalty has been in- 
grained into the very fiber of the great 
Prudential structure, and is reflected in 
the attitude of its office and field force. 


Commenting most favorably upon 
“Life-Times,” the little organ published 
by Charles Sachs, a general agent in 
New York city for the Northwestern 
Mutual Life, “Printers Ink Monthly,” 
had the following to say in part of the 
value of house organs: “Systematic use 
of printed matter issued by their houses 
will lighten the work and increase the 
range of results of most salesmen. In 
many cases printed matter can be car- 


ried farther, like this life insurance 
man’s little periodical, becoming the 
printed helper and expression of the 


man himself, reflecting his personality.” 

Wilson Williams of New Orleans, 
general agent of the New England Mt- 
tual Life, has been elected to member- 
ship on the board of the New Orleans 
public library. 

Vice-President Thomas F. Lawrence 
of the Missouri State Life was deprived 
of attending the conventions of agents 
that the company has been holding in 
different sections. Because of illness 
he had to abandon his plans and went 
into northern Michigan’s pine woods 
for relaxation. He is now getting back 
on his feet. 

George A. Murray, agent at the Que- 
bec branch of the Travelers, when ap- 
proached to take up insurance as a busi- 
ness, expressed the opinion in positive 
terms that he could never sell insurance, 
yet during his first four weeks as a 
Travelers’ agent he has_ produced 
$1,464.09 of life premiums and $1,038 of 
accident and health premiums. A fine 
testimonial to Agent Murray’s industry 
and to Assistant Manager Gendron and 
Special Agent LeMoine as his instruc- 
tors. 

President George A. Boissard of the 
National Guardian Life of Madison, 
Wis., will be one of the main speakers 
at the annual convention of the Colum- 
bus Mutual Life agents at Buckeye 
Lake. W. W. Smith, president of the 
Perfected Endowment Company of 





College, a deacon in the Baptist Church 
at Abilene and a stockholder in a num- 
ber of banks. 

He is interested in oil wells, in mer- 
cantile business and has other interests. 
Mr. Behrens, by the way, was the first 
president of the $100,000 Club of the 
Missouri State Life. 


Dr. Elvind Klaveness, president and 
medical director of the Surety Fund 
Life of Minneapolis up to the time of 
its merger with the State Life of Iowa, 
the final details of which were com- 
pleted last week, sailed from New York 
the last of the week to visit his old 
home in Norway. He expects to be | 
abroad for several months. He will be 
connected with the | 


State Life in an 
advisory capacity upon his return. 
In an interview with a representative | 
of a prominent Pittsburgh daily paper | 
Forrest F. Dryden, president of the |} 
Prudential, placed “loyalty” as _ first 
among the essentials to success in busi- 





ness life. While others might offer that 


Philadelphia, will explain the six new 
forms of policies that the company will 
have ready to issue at that time. J. A. 
Grissard of Columbus, O., the presi- 
dent of the agency club, will be in 
charge. 

Walford W. Hardwicke, head of the 
Richmond firm which represents Aetna 
Life, has announced the engagement of 
his daughter, Miss Kathleen Wharton 
Hardwicke, to John W. Heisse, son of 
Edwin W. Heisse, one of the managers 
of the Southeastern Department of 
Aetna Life. 

Frank P. Goodwin of Cincinnati, who 
has been connected with Henry J. 
Powell’s agency of the Equitable Life 
of New York in southern Ohio, will in 
the near future begin to do supervising 
and agency building work in addition to 
soliciting. Mr. Goodwin was formerly 
a school man. He was head of the de- 
partment of history, civics and eco- 
nomics in a Cincinnati high school and 
later developed special courses in social 
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studies, European history, community 
civics and economics. He attended the 
University of Cincinnati, entering the 
graduate school and while there com- 
piled a book and wrote three extensive 
magazine articles on local economics 
and history. One of his books was 
“Growth of Ohio,” it being a hand- 
book for teachers. Later he developed 
and conducted the department of civic 
and vocational service in the Cincinnati 
public schools. He was joint author 
and editor of the “Citizens Book,” de- 
scribing the institutions and community 
life of Cincinnati. Mr. Goodwin has 
served as director of community cen- 
ters and night schools in the public 
school system of Cincinnati. For a 
year or so he has been manager of 
the department of civic affairs of the 
Cincinnati Chamber of Commerce. Mr. 
Goodwin in this connection accom- 
plished-much during his period of ad- 
ministration. 


Henry F. Tyrrell, librarian and legis- 
lative representative of the Northwest- 
ern Mutual Life, Milwaukee, was in 
charge of the Wisconsin state golf tour- 
nament at Kenosha, Wis., last week, as 
secretary of that organization. 


The record for continuous employ- 
ment by the New York Life, and 
doubtless for any other life insurance 
company of the country, was held by 
William E. Cox. who died at his home 
in Brooklyn several days ago in his 
90th year. He had been continuously in 
the employ of the New York Life for 
73 years, having entered its service as a 
junior clerk in 1849, four years after the 
company began business. In the early 
days the policies issued by life insur- 
ance companies were generally for 
small amounts, and Mr. Cox used to 
tell of the great excitement produced 
in the office of the New York Life 
when its first application for a $10,000 
policy was received, the officers of the 
institution holding a special gathering 
to consider the matter of its issuance. 


Dr. M. F. Botzinch, president of the 
Providers Life of Chicago, is organiz- 
ing the Providers National Bank of that 
city with capital of $200,000 and surplus 
ot $50,000. 

The Arnett, Okla, agency of the 
Kansas City Life is featuring the work 
of its banker representatives and has 
the following reports for the past 
month to its credit: Elmer Solomon, 
vice-president of the Citizens State 
Bank, Kingfisher, Okla., new business, 
$70,000; J. M. Cotton, cashier of the 
a of Meno, Meno, Okla., $47,000; 
c. Carter, cashier of the First Na- 
S. al Bank of Colbert, Colbert, Okla., 
19 policies totaling $23,000. The agency 
as a whole wrote a total of $445,810.50 
new business. 


United Fidelity Life’s Plans 


Plans for spreading out and going 
after business in all sections of Texas 
were discussed at the meeting of direc- 
tors of the United Fidelity Life at Dal- 
las last week. The business of the first 
six months of the company’s existence 
was considered and the directors ex- 
pressed themselves as being thoroughly 
satisfied with the amount of business 
done and the prospects for the remain- 
der of the year. For the first six months 
of its life the United Fidelity wrote a 
little more than $3,000,000 of business, 
the directors said. 

It is probable that the company will 
enter other states in the near future. 
R L. Thornton, president of the Dallas 
County State bank, was added to the 
voard of directors at the meeting. 


Mrs. Leverett Brainard, sister of Presi- 
dent Morgan G. Bulkeley of the Aetna 
Life and mother of Morgan B. Brainard, 
vice-president and treasurer of the Aetna 
Companies, died at Saybrook Point on 
July 24. Mrs. Brainard was 78 years old. 
Mayor Brainard of Hartford, a brother 
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No operating in 22 states and the District of Columbia—through its loyal and 
efficient agency corps produced in 1920—its 75th Anniversary Year—the 
largest amount of paid business in the history of the company. 


In every department the company experienced its most successful year. 


B. H. WRIGHT STEPHEN IRELAND D. W. CARTER 
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MUTUAL LIFE OF ILLINOIS 


} OME OFFIC 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 


Operates under the Famous “‘Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
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| Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 














A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 
sent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. lL. D. WALLINGTON, Supt. of Agents 








THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Seevatery 


CENTURY LIFE INSURANCE CO.), inpisnarou 


Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who ec in the ability of the management te partments of life insurance work. 
build « real life insurance company. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red bleed in its veins---that has all the elements of growth and permaneacy— 


Tell us where you want to work 
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QUALITY INSURANCE—CHARACTER SALESMEN . a. AE 
Wanted—Specialty Salesmen—Wanted SIZE? Age, ~ o , not 


Experiance. 
Low Cost, a Splendid Record 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 


“Four Square” and willing to work; can make not less than $20,000.00 per year helping for 70 years? 
us to continue the breaking of al! Life Insurance records. Then why not take a General 
Great opportunity for the men who can qualify!! in its HOME STATS for 


From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten Millions 


Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. THE ST. LOUIS 


If you can qualify, write or wire. MUTUAL LIFE 
THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS OUR AGENTS AND POLICY HOLDERS 


TOPEKA, KANSAS STICK! WRITE THE HOME OFFICE 
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places an uncertain liability against the estate Y 
he witli leave that practically demands a life Y 






policy that will take care of the tax which 


/; ] 
Yj must be paid before the estate may be settled. ]j 
Y; The man who has sufficient ability to accu- / 


mulate a taxable estate is certain to have . Yj 
Y enough foresight to see the disastrous results Yj 


/ that would follow the sale of his securities in Y, 






































an unfavorable market. And that is just what 


/ may happen if his estate must be liquidated ] 


to pay the inheritance tax. 


Yj jj 
/ That is where the Amicable policy comes in. Yj 
Y It will pay the tax and keep the estate intact Yy 
y until it can be settled advantageously. Yj 


j; Here in Texas is an enourmous field for / 
Yj Amicable men. With this new ‘‘clincher’’ } 
Y they can write thousands of dollars on Texas’ 

Y men of wealth. And in doing it they can rely Yy 


/ on the same friendly co-operation and service /; 
y with which the company backs them doing /; 


business with all classes of prospects. Yj 
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PHOENIX MUTUAL CHANGES 





Number of Shifts Are Announced in 
Important Large Cities Because of 
Some Resignations 





W. A. Smith has resigned as mana- 
ger of the Phoenix Mutual Life at 
Omaha. 
25 years of service with the company| 
| He will take up his residence in an- 
other part of the country. 

J. E. Williams has been appointed as 
an agency department representative of 
the Phoenix Mutual Life on the Pacific 
coast. During the convalescence of 
Howard V. Wilson he has been tem- 
porarily assigned to the Seattle agency. 
Mr. Williams started with the Phoenix 
as an agent in the Connecticut depart- 
ment, then became manager in Olean, 
N. Y., and later as manager of the 
Buffalo agency. C. Y. Pierce of the 
Boston agency becomes Buffalo man- 
ager. 

James H. Rutherford has been made 
manager of the Cleveland agency of 
the Phoenix Mutual to succeed George 
L. Hunt, who has been appointed 
superintendent of agencies of the 
Guardian Life of New York. 

Ernest Whitlock of the Oklahoma 
agency has been made manager at 
Omaha to succeed Mr. Smith. Mr. 
Whitlock started with the Phoenix in 
1919 and entered one of the early sales 
training classes. Later he was selected 
temporarily as assistant instructor in 
that division and a few months ago 
returned to Oklahoma, where he has 
developed into a large personal pro- 
ducer. 

Grant A. 
manager of the 


Sharpe has been made 
Phoenix Mutual at 
Indianapolis to succeed Arthur W. 
Kimball, who has recently resigned. 
Mr. Sharpe went with the Phoenix a 
short time ago as a salesman, joining 
the St. Louis force. Later he was 
transferred to Indianapolis. For sev- 
eral years previous he conducted the 
life department for one of the large 
insurance agencies in the middle west. 





West Coast Life Changes 


Fred S. Stripp, general agent at San 
Francisco for the Fidelity Mutual, has 
resigned as of August 1 and will assume 
the position of agency supervisor with 
the West Coast Life of San Francisco 
in charge of the Central California coun- 
ties territory. Otto Langpaap, agency 
supervisor for the State of California, 
will continue to have jurisdiction over 
the other sections of the state. Mr. 
Stripp will immediately start an active 
campaign in the San Francisco and bay 
cities territory. 

The West Coast will remove to its 
new twelve-story building located at 
Second and Market Streets about Sep- 
tember 1st. The building will be dedi- 
cated by the Century Club Convention 
which is slated for September 1, 2 and 


3. 

The San Francisco agency organiza- 
tion will be enabled to go into the new 
building about August first. 

Ray P. Flood, who has served for 
two years with the Philippine Island 
general agency of the company and 
who came to San Francisco on a visit, 
will remain at the home office in charge 
of the Hawaii and Philippine Islands 
reinstatement department. 








T. Foster Witt 
| T. Foster Witt as 
general agent at Richmond, Va., for 
the Connecticut Mutual Life was an- 
nounced this week, being effective Aug. 
1. Mr. Witt succeeds Samuel S. North- 
ington, who is transferred to the South- 
ern California general agency, with Los 
Angeles as headquarters. Mr. North- 
ington left Tuesday for his new field 
of labor. Mr. Witt comes to the Con- 
necticut Mutual from the Richmond 


Appointment of 








He has completed more than |" 





office of the Penn Mutual, with which 
he has been connected as agent since 
May, 1915. He served in the world 
war as a major of artillery. His terri- 
tory with the Connecticut Mutual em- 
braces all of Virginia except a few coun- 
ties adjacent to Washington. 





A. C. Rodocker 


A. C. Rodocker, well known to Madi- 
son business men, has been appointed a 


| general agent, representing the Central 


Life in Madison. He is well qualified to 
fill this important position, having 
spent 14 years in the insurance field. 

For several years he was assistant 
superintendent for the Metropolitan Life 
in Madison. He is a member of the 
Association of Life Underwriters. Dur- 
ing the past three years he has repre- 
sented a large Chicago firm as a sales- 
man. He now returns to Madison with 
his family and will at once take up his 
work, located in the Washington build- 
ing. 





O. M. Adams and C. I. Vessey 


O. M. Adams, who recently resigned 
as superintendent of the Omaha Wel- 
fare Board, and C. I. Vessey, formerly 
of Dubuaue, Ia., have been given super- 
vision over 17 counties in southwestern 
Nebraska for H. O. Wilhelm & Co. 
state agents at Omaha for the North- 
western National Life, and will have 
headquarters at Lincoln. 





Fred C. Barnett 


Fred C. Barnett has been made man- 
ager of the Springfield-Decatur, III. 
branch of the Massachusetts Mutual 
Life. He is a widely-known insurance 
man throughout central Illinois and has 
been associated with his present com- 
pany many years. With him in the 
agency is Eber M. Spence. 





Kansas Fraternal Organized 


TOPEKA, KAN., July 26.—The 
Kansas insurance department has ap- 
proved the license for the Sunflower 
Grand Lodge of the Brothers and Sis- 
ters of Consolation. This is a negro 
fraternal beneficiary society. It was 
organized and has been operating un- 
der the Alabama laws. Owing to a 
theory of Kansas members that the 
Alabama _ officials were conducting 
rather frequent raids upon the treasury 
they decided to separate and asked for 
a charter as the Sunflower Grand 
Lodge and do business strictly in 
Kansas. 





Service Bureau Moves 


The Inter-State Service Bureau of Chi- 
cago has moved its offices from 105 West 
Monroe street to larger quarters at 20 
East Jackson boulevard. David W. Ray- 
mond is manager of the organization 
Mr. Raymond organized the company 
last year which originally handled in- 
vestigations for life and casualty com- 
panies It has recently§ taken 
automobile business and has placed 
experienced automobile man in charge of 


| its department. The company features 


| Insurance Salesmanship, which is 


|} orate 


| the Northern California Life Underwrit 


a 24-hour service on all Chicago inves- 
tigations and has been very successful 





Life Agency Notes 
Nathaniel Jackson, former acting 
‘etary of the Commercial Club of Salt 
Lake City, has entered into a contract 


with the Pacific Mutua: Life to writ 
business insurance. He will he ss 
ciated with General Agents W. FE. Law- 


son and Samuel R. Neal, in charge o 
Utah and Idaho territory. 

Griffin Lovelace, head of the faculty © 
the Carnegie Technical School of Lite 


holding a summer course in San F 
cisco, was the guest of honor at an « 
dinner held Thursday even! 
July 21. Several hundred members 


ers Association were present, the afmal 
being held under the auspices of (ha 
organization. Mr. Lovelace made a st 
ring and timely address on life i 
policies. 
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NEWS OF COMPANIES 




















Bankers Life, Des Moines—It showed 
an average production of over $12,000,000 
per month for each of the three months 
in the quarterly period ending June 30. 
Each of these months was a greater 
month in business production than the 
corresponding month of the 


preceding | 


year. The entire three months period | 
was a record breaker from the stand- | 


point of total business written. 
* * = 

New England Mutual Life—<As of July 
1, the company shows new business $44,- 
642,820; insurance in force, $590,829,319 
The mortality was 44 percent. The pre- 
mium receipts increased $1,029,461 over 
the similar period of last year. 
incurred during the last six months were 
$2,098,790, which are less than the cor- 
responding period of last year by $449,- 
485. The company states that influenza 
fell back to a strictly normal basis as 
the cause of death, only seven deaths 
for the six months as compared with $2 
during the similar period last year. 
There was a slight increase in deaths 
from cancer. Violent deaths advanced 
in number from 41 to 52, seventeen being 
suicide. The company says that there 
was a slight increase in insurance sur- 
rendered. 

cx * * 

Capitol Life, Denver, Colo.—It paid for 
$5,730,439 new business the first six 
months of this year. In the same period 
last year the new paid for business was 
$9,075,780. This year’s increase in in- 
surance in force is $1,802,658 and for the 
first half of 1920 it was $3,463,900. 

> . . 

Michigan Mutual Life—New paid for 
business for the first half year of 1921 
was $8,351,419. The figures for the cor- 
responding period last year were $10,- 
612,873. Increase in insurance in force 
this year has been $2,583,915 and for the 
first half of 1920 it was $7,168,960. 

. - 7 

Equitable, New York—Figures for the 
first six months of 1921 show the same 
condition as exists in practically all 
companies this year. There is a decrease 
in new business from last year of nearly 
15 percent, but there is an increase of 
like amount over the figures of 1919. 
This usual increase over the preceding 
year makes a satisfactory record, for 
1920 cannot be considered in normal fig- 
ures. New business this year for the six 
months has been $212,155,958 and in 1920 
was $247,887,526. The increase in in- 
surance in force this year has been $108,- 
959,548 and the first six months of 1920 
was $178,050,112. 

*x* *x * 

The Central Life Assurance Society 
of Des Moines, Ia., reports new paid for 
business for the first six months 1921 as 
$8,872,398. The figures for the same 
period last year are $13,920,370. Increase 
in insurance in force for this year is 
$709,189 and for the corresponding period 
last year, $9,447,729. 

- *x* * x 

The Connecticut Mutual—shows the 
following figures for new business writ- 
ten during the first six months: 


EOE sanscedacccceveennser $30,854,725 
Ee. pcuseneeeeececnacednas 47,022,077 
BUBE cecveneseoseccesessese 36,042,421 


This excellent showing over 1919 is in 
line with the average of all companies 
and under present conditions counter- 
acts the decrease from the 1920 figures 

x * * 

The Standard Life of Atlanta, Ga.—has 
written $5,041,000 in new business in the 
first six months of 1921, which is only 
a slight decrease from the 1920 figures 
of $5,428,250. The increase in insurance 
in foree has not been so encouraging, 
the lapse record having been pulled 
cown during this period. 


* k 


The Midland Mutual Life of Columhus, 
Ohio—reports new business for the first 
half of this year as $4,715,988, as com- 
pared with $5,354,558 for the same period 
! year. The increase in insurance in 
force for this year period is $3,395,121, 
! year’s being $4,612,203 


Mid-Continent Life, Oklahoma City.— 
For the first six months of the year it 
Produced $8,500,000, a 20 percent gain 
over the similar period of last 1920. At 
its agency convention 70 field represen- 
tatives were present. Many were ac- 
companied by members of their families 
A banquet closed the convention, it be- 
ing presided over by Vice-President Ed- 
win Starkey. 


WILL MULTIPLE MEN 
BE THE PRODUCERS? 


(CONTINUED FROM PAGE 9) 


George B. Stadden, President, Frank- 
lin Life—I am thoroughly convinced 
that the successful life insurance man, 
not only now but in the future, must 
be a specialist. Those general agencies 
writing multiple lines which establish 


life departments, in order to succeed | 
|} must have a 


specialist in 
them, and men who devote their time 
exclusively to the life department. It 
is true that men representing 


| lines of insurance in such an agency 


Claims | 


will necessarily be feeders for the life 
department, but they will be a by-prod- 
uct, so to speak. 

As you know, the evolution of the 
life insurance salesman has been rapid 


charge of | 


other 


| within the past few years. I think it | 





will be equally or more so in the next 


decade, and the trend is toward special- | 


izing, or a profession. 

Our own experience with 
agencies which have a multiple line is 
that those who conduct their life de- 
partments as a separate 


general | 


department, | 


with men therein who devote their en- | 
| tire time to life insurance, are the ones 


making the greatest success of the life 


business. 
- 7 * 


Winslow Russell, 
Phoenix Mutual.—I don’t want to ap- 
pear to be in the ranks of the prophet, 
so-called, in life insurance. My belief, 
however, in answer to your question 
concerning the multiple line agencies 
including life insurance is that it is to 
be a temporary program. 

My belief is that there is only one 
fundamentally sound basis that life in- 
surance companies should be aiming 
for in their distribution plans, and that 
is, the payment of commissions only to 
men who give their entire time to the 
particular company which takes their 
business. In the end such business will 


Vice - President, | 





be more profitable. to policyholders, 
and both the mortality and lapse rate 
on such business is certain to be lower 
than that which comes through a brok- 
erage agency. And if I prophesy 
anything along these lines, it will be 
that perhaps within your day, there will | 
be a considerable number of life in- 
surance companies which will be con- 
tributing their business only through | 
their own full-time organization. 





SOME FACTORS IN THE #®" 
COMPANIES’ SUCCESS 


(CONTINUED FROM PAGE 1) 


overselling. A continuously bad lapse | 
rate is a result of forces operating over 
long periods of times. The fault, he 
says, lies with those who have laid the | 
company’s plans at the home office. Ex- | 
cessive termination comes primarily 
from constructing one’s plans of insur- | 
ance and framing one’s methods of 
presentation so as to permit the crea- | 
tion of expectations that may not be 
realized because the propositions are | 
not clearly understood. 

He said further, “If your proposals 


|are such that many of your agents are 


unable to master them in every detail, | 


| then you must expect that many of your 


policyholders will have misunderstood 
them. Every misunderstood policy is a 
potential lapse. Discussion regarding 
conservation will be helpful only to the 
extent that it leads to a re-examination 
and improvement of the conditions un- 
der which new business is written. The 
importance of low rates of termination, 
both to the company and to the agency | 
force, has not been realized.” 


H. B. Green of Chattanooga, Tenn., has 
signed a contract with the Equitable of 
New York and will represent that com- 
pany in Chatfanooga. Mr. Green was | 
formerly connected with the Volunteer 
State Life. He held a contract with J 
W. Bishop, manager of the home office 


agency, for four years. 














The Prudential Insurance Company of America 
Forrest F. Dryden, President 





STRENGTH OF 


GIBRALTAR 


Incorporated under the Laws of the State of New Jersey 


Home Office, Newark, N. J. 
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The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 


For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than ewenty ee years it has adhered to its 


present Civil Service Ru 


e which provides that all ap- 


pointments to general agencies shall be made from those 
already connected with the company and otherwise 


qualified. 


To the literal enforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 


THE NORTHWESTERN MUTUAL 


L I 


INSURANCE 





<=> 
COMPANY 


Wisconsin 
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FOUNDED 1865 


THE PROVIDENT LIFE 
and TRUST COMPANY 
of PHILADELPHIA 


(Penna.) 



















“Tantamount toa 
Sight Draft” 


A Provident Long 
Endowment is not 
only payable immedi- 
ately should the in- 
sured die; if he lives 
to the maturing date 
specified in the policy 
it is tantamount to a 
sight draft. 








































Security Mutual Agents 
are successful 
WHY ? 


The reasons are many 


First —Our rates are right 
Second—Our policies are attractive 

Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


We can give good men good territory 


If address 
Cc gh Ay — Supt. | Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. 


Binghamton, N. Y. 


























1921 


1851 Seventieth 


Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 


During this long span of years the Company has maintained a high 
reputation for fair and honorable dealing with 
policyholders and agents. 


William D. Wyman, President 
Winfield S. Weld, Supt. of Agencies 
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NEWS OF LIFE POLICIES | 


New Policies, Premium Rates, Dividends, Surrender 
Values — all Changes in Poy, Literature, Ra’ 
Digest, oor annually ove Mey Mp 
“Lietle Con.” poblished ~ 4.1. Fd $2.00 


Clover Leaf Life & Casualty 


The Clover Leaf Life & Casualty of 
Jacksonville, Ill., has gotten out a non- 
eancellable policy paying indemnity for 
life if totally disabled by sickness or 
accident. The Clover Leaf gets out a 
policy known as the “Full Reserve 
Policy” costing $38 for the first year and 
$36 annually thereafter. It gives $5,000 
principal sum and $25 per week dis- 
ability. An extra charge of $1 a quarter 
is made for life time sickness. At a 
cost of $1 a quarter a policy is also made 
for noncancellable. 

The Clover Leaf has also gotten out 
a contract known as the “Perfect Per- 
sonal Protection” being for sickness, 
accident, total disability and life. It 
provides for $100 per month for 100 
consecutive months if a person is con- 
fined by illness for that length of time. 
The same provision is made for acci- 
dent. The payment of $1,000 a year for 
ten consecutive years is guaranteed if 
one becomes totally and permanently 
disabled by sickness or accident. Pay- 
ment of $100 a month for 100 consecutive 
months is made in event of death from 
any cause. 

















Phoenix Mutual 


The Phoenix Mutual has adopted a 


new schedule of limit as follows: 

Age 

Se cxcchwtid kekeesdeewanees $ 19,000 
a ncweb vvense Oe k hae webtwewe 50,000 
OL ee ee eee 60,000 
Dt p-.00 tee ee nee Shee Reeeew ee 75,000 
rr Tere ee Te ere 100,000 
in. edit wetae +emew ese ae eae 125,000 
DM .csvnvndee seared wen Senn 150,000 
— er Tr eT Tee 140,000 
DE  Ke-eees Sow aewe tin cee owen 130,000 
Aare ere 120,000 
Sh 6 ol eh Ghee OW oie aoe ee Seal 110,000 
DD ceboseesvkdnsectetaeadues 100,000 
DE.  utcibodetectageeeenedened 45,000 
— ee ey re eer ee 40,000 
RS errr rrr rer rT 35,000 
a wbheswn< taetanen eae Shae 30,000 
Ge sétcccscececcvescséoceuess 25,000 














| LOCAL ASSOCIATIONS 








Dallas, Texas.—At the annual meeting 
of the North Texas Association of Life 
Underwriters here this week the entire 
staff of officers was reelected. Both 
President Henry Camp Harris and Sec- 
retary James B. Harris had announced 
that they could not accept the offices for 
another year, but the association con- 
vinced them that it was for the best 
interest of the organization that they 
continue in office. The officers of the 
association are: 

Henry Camp Harris, president. 

George A. Alexander, vice-president. 

James B. Harris, secretary and treas- 
urer. 

James J. Rodgers, vice-president. 

The following are the members of the 
executive committee: J. Frank Mont- 
gomery, Ben Thorp, D. Easley Wag- 
goner, William Bacon and A. Rosenbaum, 

Ben Thorp was named chairman of 
the “On to Cleveland Committee” and he 
is already lining up delegates to attend 
the national convention. He plans to 
have the largest delegation from Texas 
ever attending a national convention. 

James B. Harris announced that 143 
members had renewed their member- 
ship in the association for another year 
and that at least 500 more would be 
signed up before September 1 when the 
campaign for members ends. 

The work of the association for the 
past year was discussed at the meeting 
and it was said the efforts of the or- 
ganization toward placing the insurance 
business on a higher plane and educat- 
ting the public to the necessity for life 
insurance had been crowned with suc- 
cess. The annual meeting closed the 
monthly meetings of the association un- 
til October when the work for the new 
year will be outlined. 


The Tulsa, Okla., agency of the Minne- 
sota Mutual Life under the management 
of S. T. Bearden, although in its first 
year, is writing at the rate of $1,000,000 
per year. 
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YOUR NAME 


Good Will and Bring Results 


Turn your prospects inte 
customers and your cus- 
tomers into friends by 
presenting them with 
high-grade Advertisin 

Lead Pencils, printe 

with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them 
Samples and quotations on request 


An “Ad” in the hand is worth tooo 
in the weste basket 
NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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FEDERAL UNION LIFE 


insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








The Accumulation Policy 


is a combination of insurance 
and investmentin a new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the rate 
creates increasing benefits each year. 
As a seller it has no competition. 
Write us about it. 
NATIONAL LIFE ASSOCIATION 


s Moines, lowa 














“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This ie a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .r-1 Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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NEW BUSINESS SLOWER 











NORTHWESTERN FIGURES OUT 





Big Company Shows a Decrease in Its 
New Business in the Year's 
Second Quarter 





MILWAUKEE, WIS., July 27.—Fig- 
ures submitted to the trustees of the 
Northwestern Mutual Life by the offi- 
cers at the annual meeting this after- 
noon showed that during the second 
quarter of 1921 there were 17,503 pol- 
icies paid for, a total of $68,465,155 of 
insurance which was a decrease of 


about $29,000,000 over like period a 
year ago. It is accounted for by pres- 
ent business and financial conditions. 


Total insurance in force on June 30, on 
written basis was $2,309,461,201 of in- 
surance and 752,160 policies. During 
second quarter this year death claims 
aggregated $4,844,699 paid, a slight de- 
crease compared with 1920. Total pay- 
ments of claim department were for 
second quarter this year $6,908,755. 
Total payments to policyholders for 
second three months of 1921 aggregated 
$27,000,000, an increase of over $500,- 
000 over a year ago. Taxes paid 
totalled $1,771,777, an increase of nearly 
$250,000. Investments on June 30 


totalled $49,095,279 bonds and certifi- 
cates, $221,499,611 real estate mort- 
gages, and $71,206,924 policy loans. 


Total ledger assets June 30 were $474,- 


853,175. 


N. W. Mutual Trustees Meet 


Albert C. Elser, vice-president of the 
Second Ward Savings Bank, Milwau- 
kee, is a new member of the board of 
trustees of the Northwestern Mutual 
Life, chosen at the annual election of 
trustees July 20. Gen. F. C. Winkler, 


of the company, died last March, and 
an appropriate memorial was adopted 
by the trustees. It became known that 
Homer A. Miller, one of the trustees 
of the company, Des Moines, Ia., has 
resigned as vice-president of the Iowa 
National Bank and will become deputy 
governor of the Federal Reserve Bank 
in Chicago. A meeting of the trustees 
will be held late this week. 


Creates Life Insurance Market 


The new law doubling the tax on in- 
heritances in Wisconsin is creating a 
market for life insurance, as a number 
of people are taking out life insurance 
to pay the taxes. Exemptions under the 
new act are $25,000 for insurance and 
all other inheritance to widows; $2,000 
for each child. Widows with children 
are entirely exempted from the inheri- 
tance tax. 


Central Life Agents Meet 


DES MOINES, IA., July 26—Gen- 
eral agents in Iowa for the Central 
Life met at the home office in Des 
Moines and talked over business affairs 
with President George L. Peak and the 
official staff. The president pointed out 
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CLAIM BETTER RECORD 





DEATH FIGURES DISPUTED 





Figures Recently Quoted by Major 
Crowley Thought Greatly Exag- 
gerated—New Ones Offered 





NEW YORK, July 26.—Challenging 
the statement which Major J. J. Crow- 
ley of the War Risk Insurance Depart- 
ment of the Federal Government is 
credited with having made before a re- 
cent gathering of life insurance men at 
Chicago “that 5 persons are accident- 
ally killed and 21 persons hurt every 
minute in the United States, and that 
the annual number of accidents and 
deaths resulting therefrom in the coun- 
try annually totals 11,000,000,” F. S. 
Crum of the actuarial staff of the Pru- 
dential offers “more sane figures.” 
According to Mr. Crane’s calculation 
“the total number of deaths in the con- 
tinental United States, exclusive of 
Alaska and the outlying possessions, is 
estimated at 1,351,956 for the calendar 
year 1919. The actual number of deaths 
in the registration area, which then 
embraced 81.1 percent of the population 


of the continental United States, was 
1,096,436. In the same _ registration 
area there, were 61,266 deaths from 
accidents.” 

Continuing Mr. Crum says: “This 
number is exclusive of homicides and 


suicides which are separately grouped 
and are not, of course, accidents in any 
true sense of the term. The estimated 
number of accidental deaths in the con- 
tinental. United States in 1919 
75,546. This estimate, like the estimate 
of the number of deaths from all causes 
is made on the assumption that the re- 
spective death rates from all causes 
from accidents were approximately the 
same for the population outside of the 


registration area of the continental 
United States as in the registration 
area.” 


Selling Extra Stock Issue 


The Crescent Life of Indianapolis is 
now busily engaged in selling its $100,- 
000 extra capital stock. It voted to in- 
crease its capital from $100,000 to $200,- 
000, selling the shares at $20, with par 
value $10. At the present time, how- 
ever, the price has been raised to $25 
a share. On Dec. 31 last, the capital 
was impaired $26,043. 


Field Is Extended 

Insurance Service Com- 
O., is opening 
Century Life of 
as general agent 


The Union 
pany of Cleveland, 
Pennsylvania for the 
Indianapolis. It acts 
for the Century. G. Montagu Nettle- 
ship, president and manager of the 
service company states that it will have 
a number of branch offices in Ohio and 
Pennsylvania to represent its compan- 
1es. 


Contests Philadelphia Claim 


The Travelers has filed an injunction 
suit in the United States district court 
at Philadelphia to prevent Mrs. Gib- 
boney, the beneficiary named in a 





that the surplus earnings for the year 
ending June 30 were equal to the com- 
bined earnings in the years 1912 to 1917 
inclusive. Tuesday the Central Life em- 
Ploves staged a big picnic. One hun- 


dred and seventy-five attended and 
there were athletic sports and a gen- 
eral good time with basket dinner at 


( cle ck. 





McGrew Elected Secretary 


_H. L. McGraw, for nine years cashier 

of the First National Bank at Mt. 
Pleasant, Iowa. has been elected secre- 
tary of the Prairie Life of Omaha, 
Nebraska, to succeed E. A. Tohnson. 
Mr. McGraw is a brother of Dr. Wm. | 
R. McGraw, president and medical di- | 
rector of the company 


policy of $15,000, issued on the life of 
D. Clarence Gibboney, from proceeding 
in the court of common pleas to collect 
the insurance money. 
was a member of the Philadelphia bar, 
head of the Law and Order Society in 


| that city for a number of years and he 
| was the counsel of Grover 








was | 








The policyholder | 


Cleveland | 


Pergdoll, the notorious slacker and de- | 


serter from military service during the 
Werld War and fugitive from imprison- 
ment. It is claimed that the insured 
was drowned while traveling in Mexico, 


where he went after his client’s escape. | 


W. B. Henderson, of the National Life, 
and Larry Larson, of the Northwestern 
Mutual, are the delegzates appointed by 
the Kansas City Life Underwriters to 
attend the national conventionin August 





YOUR CHANCE FOR SUCCESS 


will be best—when you have behind you a Com- 
pany so officered and organized that it assures 
active, intelligent and continuous cooperation in 
both the little and the big things that go to make 
success possible: 


—when you have the best possible ‘‘working 
tools’’, complete coverage policies; simplified and 
freed of restrictions, and when you are associated 
with an experienced management that has under- 
standing and sympathy for your problems; that 
stays with you and helps you work them out. 


In six of the BEST and most solidly prosperous 
states of the Union you can connect with a Com- 
pany that supplies these tools and gives you this 
backing. 


Write TODAY to 


NATIONAL FIDELITY LIFE 


INS. CO. 


SIOUX CITY, U. S. A. 









Neb. — So. Dak. — Minn. — Okla. — Texas 





lowa — 








1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 











District Managers for 


WAN T E. Good Locations in Ohio 


Write the Home Office for further particulars. Here's an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 











Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 














THE NATIONAL UNDERWRITER 

















More Than 1’A Million Polices Now in Force 





Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
Assets $ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 


West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 
Dr. W. O. Thompson, President 


Arneld, First Vice-Pres. and Counsel G. W. Steinman, Secretary 
J. Wilson, Vice-Pres. and Med. Directer C. G. Barratt, Asst. Secretary 
; Chas. Rietz, Actuary 


H. B. 
| ag 
F. R : G. Menres, Supt. ef Agencies 


. Price, Vice-President 
. Huntingten, Treasurer 














THE TWIN CITY LIFE 


Insurance Company 
SAINT PAUL MINNESOTA 


Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 
If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 
A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 














RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 











One Success OUR We have a contract for you under which your 
ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miaitean 


Cash Capital, $200,000.00 V. D. CLIFF, President 














MAKE SURVEY AT MILWAUKEE 





Interesting Showing as to Life Insur- 
ance Possibilities in Different 
Lines of Industry 





MILWAUKEE, WIS., July 26.—Life 
underwriters in Milwaukee have se- 
cured some interesting data prepared 
for them by the statistical expert of a 
large bank here, regarding employment 
and wage tendencies. 

Members of the Milwaukee Associa- 
tion of Life Underwriters have been 
discussing the possibilities for writing 
new and sound business among the 
regular-salaried professional and fac- 
tory men. It is freely confessed that 
in the easy times of a year ago and two 
years ago, little attention was paid to | 
anything but the “big stuff,” and the 
man at the factory “which was not 
across the street” got little attention. 
With some business men and manu- 
facturers now in a position to buy more 
life policies, and a great many not, 
more intensive cultivation of the field 
is being planned in practically every 
general agency in Milwaukee. This in- 
duced the survey, to find out in just 
what kinds of business or other enter- 
prises the underwriter would be apt to 
find the most possibilities. 

As a general proposition, it developed 
that the life agent should be doing a 
good business locally. There is a de- 
cided tendency upwards in the number 
of employes at work. On the totals 
there are now only one-third less per- 
sons employed in 211 establishments 
employing 55,000 persons in normal 
times, as compared to a year ago 
July 1. Wage totals are down some- 
what more, but the cost of living is 
down still more. The poorest industries 
from the standpoint of the agent seek- 
ing business, it is shown, are in the 
metal working industry. The best 
prospect lies in the textile industry and 
its allied enterprises. In clothing there 
is already an increase in the number of 
employes over a year ago. The same 
is true in packing. Printing and pub- 
lishing shows some _ increase, also. 
Building supplies are employing more 
men than a year ago, while the wood- 
working interests are still backwards. 
Baking and confectionery are still low 
in employment. 


GROUP LIFE SALESMEN 
SEEKING NEW GROUND 


(CONTINUED FROM PAGE 3) 


group insurance service. They claim 
that merely to write a group policy and 
then leave it alone so far as the em- 
ployes are concerned is a big mistake. 
Some companies have worked out a 
very satisfactory plan of keeping in 
contact with the employes and their 
families. The value of the insurance is 
pointed out by letters, by talks and so 
on. In this way the employes and 
their families begin to realize what the 














HOTEL WISCONSIN 
Big Hotel of Milwaukee 
HEADQUARTERS for INSURANCE MEN 











ACTUARIES 








|) eam F. CAMPBELL 


CONSULTING 
ACTUARY 


76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 











ARCUS GUNN 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 


CONSULTING 
ACTUARY 











_— J. HAIGHT 


810-813 Hume-Mansur Bldg. 


Hubbell Building, OES MOINES, [OWA 


CONSULTING 
ACTUARY 


INDIANAPOLIS 








JOUIAN C. HARVEY 
CONSULTING ACTUARY 
| Chemical Building ST. LOUIS, MO. 








=, J. McCOMB 
e COUNSELOR AT LAW 


Cokond Big. i GKLAHOMA CITY 


INSULTING ACTUARY 
Ri rrender Valu 








H. NITCHIE 


1533 Associa ston Bite. 
| Telephone State 4992 * 


ACTUARY! 
19S. LaSalle St. 
CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


“System and Accounting” 
209 So. La Salle St. CHICAGO 


Author of 








REDERIC{S. WITHINGTON 


402-404 Kraft Buildin 
Tel Walest 3761 DES MOINES. IOWA 





Consuttine Actuary 











HN C. HIGDON | Kansas City, Mo. 





HN E. HIGDON } Actuaries & Examiners | 


600 Gates Building 











employers are doing for them. A health 





insurance service has been inaugurated 
by one or two companies. Every op- 
portunity is taken to come in contact 
with the assured and the family by 
means of communication. 

A group life insurance man said the 
other day that he regarded it more es- 
sential to reach the homes of the em- | 
ployes than the employes themselves. | 
If the beneficiary can be educated to the 
advantage of insurance, it is a wonder- | 
ful step forward. When the beneficiar- | 
ies realize the value of the policies that | 
are held by the employes, it means a | 
big reduction in labor turnover. This | 
man said that his company always noti- 
fied the employes when the insurance 
was increased and made appropriate 
comment thereon. 





Frank Finlayson, general agent of the 
Continental Life in eastern Idaho, was | 
a San Francisco visitor last week, com- , 
ing to the Pacific Coast on an annual 
vacation trip. He reported that condi- 
tions in Idaho were considerably more 





promising and that 1921 production will 


HOME LIFE 
INSURANCE CO. 


NEW YORK 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


€ 





W. A. R. BRUEHL & SONS 


General Managers 


Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 


CINCINNATI, OHIO 


HOYT W. GALE 


General Manager for Northern Ohio 
229-233 Leader-News Building 


CLEVELAND, OHIO 





stand up well. 
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The 
Columbian 
National Lite 


Insurance Company 
Boston, Massachusetts 


ARTHUR E. CHILDS 


PRESIDENT 


Paid Life Insurance for 
Year 1920 over 
$35,000,000.00 


Life, Accident and 
Health Insurance 


Low Guaranteed Rates 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 


JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 








A Penn M 1 Premi » less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


- = Penn — 
e Insurance Com 
of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 























SPECIALISTS GATHER THE IN- 
200 FORMATIONTHAT APPEARS IN 
The NATIONAL UNDERWRITER | 








Insurance Quotations 
FROM THE CHICAGO JOURNAL OF 


COMMERCE 
Book 
Illinois— Value Bid Asked Par 
Clover Leaf L. & C.. .. 9 ae -" 
Cont. Cas. pfd....... Te se on 50 
Pe cxceaces 38 51 55 20 
Federal Life ........ > i - 100 
Marquette Life ..... 12 5 e¢ 10 
North Amer. Life.... 58 155 161 50 
Old Colony Life..... .. as am os 
th Se. a.6 sepens 17 28 32 10 
Providers Life ...... 12 18 21 10 
Rockford Life ...... oo on 12 10 
Security Life ....... .. 10 13% 
lowa— 
Des Moines L. & An.. 12 7 10 10 
Western Life ....... 10 x 10 10 
Ohio— 
Ohio Natl. Life...... 15 12 14 10 
Union Central Life.. 52 - 20 
Ind 
Conservative Life.... 11 5 7 10 
Farmers Natl. Life... 11 .. o” 5 
Indiana Natl. Life... 5 t 5% 10 
Lincoln Natl. Life... 21 20 oe 10 
Northern States Life. 14 Sly 10 
Michigan— 
General Cas. & Sur. 69 60 65 50 
Standard Accident... 94 .. 95 50 
EE ED cecces ee 118 60 70 100 
Wisconsin— 
Midland Casualty ... 12 6 8 10 
Guardian Life ...... 82 70 a 50 
Old Line Life........ 13. 16 18 10 
Wis. Natl. Life...... 13 9 11 10 
Pennsylvania— 
Republic Casualty... 17 19 ‘ 10 
DOP EARS .nccccecs 11 ‘ 10 10 
Scranton Life ...... 11 8 10 10 
Standard Life ....... 11 6% 7 10 
issou 
Central States Life.. 5 9 11 5 
International Life.... 44 .. - 25 
Mo. State Life....... 26 37 ; 10 
Massachusetts— 
Columbian Natl. Life.122 120 100 
Washington— 
New World Life..... 14 11% 12% 10 
Louisiana— 
Reliable Life ....... 15 10 





Who “ay the Record 





For Daily Production? 


a | 








| 
NE of the agency managers of a | 
life company writes THE NATIONAL | 
UNDERWRITER to ascertain what is the 
longest record of consecutive daily 
production on part of an agent. This 
company has an agent in Atlanta, Ga., 
who signed a contract with its manager 
there June 1. He has produced at least 
one application every working day since 
that time. It would be interesting to 
know what is the record in the way of 
consecutive production. Has anyone 
any data or figures on the subject that 
would tend to enlighten the readers of 
this paper? Who are some of the long 
distance writers and what was their 
record? 





Liberty Life’s Unusual Experience | 
| 


The Liberty Life of Topeka, Kan., 
has had quite an unusual experience 
since it went into business two years 
ago. The company has paid seven death 
losses and not one has been from a 
natural cause. The company has had 
to pay losses on three murders, one 
childbirth, one drowning and two sui- 
cides. These are the only death claims 
the company has had since it went into 
business, and it is regarded as quite 
remarkable in Kansas insurance annals 
that in the first claims it has had to pay 
not a single one arose from a natural 
death. 


Cornett Incorporates Agency 


The well known general agency of 
Samuel M. Cornett of the Shenandoah 
Life at Roanoke, Va., has been incor- 
porated as the Cornett Hustlers, with a 
capital stock of $200,000. The organi- 
zation was completed July 2 with the 
election of a full board of directors and 
the following officers: Samuel M. Cor- 
nett, president; B. H. Taylor, vice- 
president; George M. Dickerson, secre- 
tary and treasurer. The agency wrote 
over $3,000,000 last year and will ex- 
ceed it in 1921. 





President Z. C. Patten, of the Volun- 
teer State Life, and his son, Z. C. Patten, 
Jr., are in Maine, spending their vaca- 
tion at their country home, at Brooks- 
ville, where they were preceded several 














HE INDIVIDUAL PRODUC- | 

TION of more than 15 per cent | 
of our 1920 representatives was in 
excess of a quarter million dollars 
of paid for insurance. 

We believe that this remark- 
able record is largely due to our 
effective plans of agency co-opera- 
tion. 

Every new man who is added to 
our ranks is carefully selected, con- 
tracts with us upon a full-time 
basis and has the advantage of an 
intensive course in life insurance 
training at the home office. 














Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 





JOHN M. HOLCOMBE, President 





























MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 


INSURANCE IN FORCE..... 
Ps +.tntvesscsonwnd 





FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary Term Valuations 


A Strictly Mutual Company in which the Good 
Will of Responsible Agents Counts for 100%. 


IF YOU WANT TO GROW aopnpress 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 














HOME LIFE INSURANCE COMPANY 
of America 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company lesues all mate forms of policy contracts from age 8 
months next day to 60 
Industrial policies are in fu , own benefit from date of issue. 
licies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 











weeks ago by Mrs. Patten and her sister. 
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NewY ork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 


SEE OEE OTTO ETT $142,672,244 
Interest and Rents..............-+-+++> 44,335,004 
i  . cdiwenwnnssee weened ___ 6,782,885 

ee . owadapnccenepee $193,790,133 


Paid Policy-holders, 1920 


i... seensekdsesesseeusanne $35,036,558 
i ce ccedctventecnasneeawed 24,399,171 
Ne coal eee eseseeae wen eaces 31,981,555 
Surrender Values, Etc...............---- __ 23,432,313 

Total to Policy-holders............ $114,849,597 


$693,979,400 


New Paid Insurance in 1920 . . . . 
Admitted Assets, January1,1921 . . $966,664,397 
Legal Liabilities, January 1,1921 . . $841,255;357 
Reserve for Dividends and Other Purposes $125,409,040 
Insurance in Force, January 1,1921 . . $3,537,298,756 


BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT WILLARD V. KING 
ALFRED L. AIKEN DARWIN P_ KINGSLEY 
JOHN E. ANDRUS RICHARD I. MANNING 
CORNELIUS N. BLISS, Jr. JOHN G. MILBURN 
NICHOLAS MURRAY BUTLER GERRISH H. MILLIKEN 
GEORGE B. CORTELYOU FRANK PRESBREY 
JOHN J. PULLEYN 
FLEMING H. REVELL 
GEORGE M. REYNOLDS 
MYRON T. HERRICK ELBRIDGE G. SNOW 
GRANGER A. HOLLISTER HIRAM R. STEELE 
ALBA B. JOHNSON OSCAR S. STRAUS 
S. DAVIES WARFIELD 





























Improved Disability Provision 


‘Claim may be made as soon as disability occurs—no probationary 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 



















RESULTS SATISFACTORY 


INDIANA COMPANIES’ VIEWS 





Falling Off in Business Not So Notice- 
able as in Other Sections— 
Rural Demand Good 


INDIANAPOLIS, IND., July 26.— 
Officials of life companies having home 
offices in Indianapolis are pretty well 
satisfied with the results for the first 
six months of this year as compared 
with the same period last year. There 
has not been so noticeable a falling off 
in business for most Indiana companies 
as has been experienced by companies 
in general, judging by reports. The 
experience of Indianapolis companies 
has been much alike as to lapses of 
business written last year. While this 
business, which was written easily, has 
shown a tendency to drop off, much of 
it has been held by extra effort on the 
part of agents and some of it which has 
lapsed has later been reinstated when 
agents have been able to reach it. 


Trouble in Financing Business 


The reports from agents indicate that 
they are not so much troubled by the 
difficulty of writing business as they 
are in getting the banks to take care 
of notes and similar accommodations. 
The bulk of the business of Indianap- 
olis companies comes from’ smaller 
towns and agricultural districts. It 
would appear that, aside from slumps 
in certain lines of business, the demand 
for insurance continues good in such 
territory. The demand for policy loans 
was heavier at the beginning of this 
year than it is now, according to the 
records of Indianapolis companies. All 
of these companies find the demand for 
funds that they have to invest in choice 
farm mortgages at good rates of inter- 
est is greater than their supply. It is 
also notable that the mortality experi- 
ence of these companies for the first 
six months of this year has been very 
favorable. 


Rural Business Is Good 


Speaking for the Reserve Loan Life, 
Guilford A. Deitch, counsel of the com- 
pany, said: “The demand for policy 
loans has been dropping off some in 
the past month or more. The complaint 
of our agents is not of their inability to 
write business, but to get the banks to 
finance such paper as they may have to 
take to get the business. They say but 
for this they could write as much as a 
year ago. Our renewals show a de- 
crease of only four percent as com- 
pared with the renewals of last year. 
The bulk of our business comes from 
rural districts. As to invested funds, 
the demand is good and we could place 
much more than we have available.” 

D. Renick, president of the In- 
diana National, says that the bulk of 
their business is derived from country 
districts, that lapses above normal have 
been the experience on business writ- 
ten last year and that policy loans have 
been heavier this year than usual. “As 
to money to loan, we could place ten 
times the amount that we have for that 
purpose,” he declared. 


About Like Last Year 


“The business of the Indianapolis 
Life is pretty well balanced between 
city and small town,” said Frank P. 
Manly, president of the Indianapolis 
Life. “Our city business is improving 
steadily. Our business generally is 
running about the same volume as last 
year, and I believe our total paid for 
business for the year will exceed that of 
1920. Our lapses have been about nor- 
mal, but agents have had to work 
harder to hold the business. Loans to 
policyholders are running a little higher 
than usual. We have no difficulty in 
placing all our available funds to good 
advantage in choice investments bear- 
ing attractive rates of interest.” 

“The bulk of our business comes 





OVERWEIGHT COMMENT 





POSITION OF BANKERS LIFE 





Actuary J. E. Flanigan Explains the 
Position of the Company in Ac- 
cepting Certain Risks 





The Bankers Life of lowa is now 
prepared to accept certain tvpes of over- 
weight risks at special or medium rates 
Actuary J. E. Flanigan in speaking on 
this subject and telling sbout the policy 
of the company said: 

“The highest rates used by the com- 
pany for such cases will be the medium 
rates, and as it is impossible for the 
company to fix the exact rating until all 
the papers are in the home office, it 
should be to the salesmen’s advantage 
to solicit all such cases upon the me- 
dium rates. This will not affect the 
rating at the home office in any way, 
and, if it is possible, we will issue the 
policy at special rates. This will put 
the field man in a more advantageous 
position than if he quoted too low a 
rate and had to go back and deliver a 
policy with a higher rating. 


Trend of Mortality 


“Very large experiences have been 
taken upon overweight cases in recent 
years and, in general, except for a <light 
departure from the average weight, they 
show an excess mortality. This mor- 
tality increases with the degree of de- 
parture from the average weight. It 
is more pronounced for the same excess 
weight for lives at the middle and clder 
ages; that is, over age 40, than it is for 
lives under age 40. 

“There are many other factors to be 
taken into account which directly affect 
the mortality of overweights, such as 
abdominal measurements, family _his- 
tory, blood pressure, occupation, etc. 
It is for this latter reason that the 
company cannot fix an exact rate until 
the examination and complete papers 
are in the office.” 








from small town and country districts,” 
said Roy A. Hunt, vice-president of the 
American Central Life. “We have been 
conducting a very successful campaign 
for developing our town business and 
up to May our production was up to 
that of last year. The demand for 
policy loans continues strong. Our 
general renewal ratio is good, though 
the renewal of first year business has 
not been up to normal. There is a big 
demand for money and we have no dif- 
ficulty in placing satisfactorily all that 
we have to invest.” 


Writing More Conservatively 


Robert E. Sweeney, assistant agency 
manager of the State Life, said that the 
bulk of the State Life’s business comes 
from the smaller towns. “While we are 
not writing the volume we did _ last 
year,” he said, “we are writing more 
conservatively and are not attempting 
to secure business under pressure. Re- 
newals are holding up as well as we 
expected. Our mortality experience has 
been exceptionally favorable this year.” 

Claude T. Tuck, secretary of the 
Century Life, stated that country busi- 
ness has been holding up better than 
city and that bulk of their business 
comes from the former classification. 
“As our company is still compara- 
tively young,” he said, “we do not have 
many calls for policy loans. Our lapses 
have been a bit heavier than last year. 
Business written is holding up _ well 
compared with last year.” 


E. W. Hardin, Oklahoma insurance 
commissioner, left last week for Phila- 
delphia, where he will represent the in- 
terests of Oklahoma members of the 
Heralds of Liberty, a fraternal, at 2 
hearing which resulted from charges 
brought by the Georgia insurance de- 
partment against officials of the order. 
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ANALYSIS IS MADE OF 
DEATH CLAIMS IN 1920 


Mutual Benefit Life Reviews Its 
Experience Last Year and 
Makes Observations 





CAUSES OF MORTALITY 


Brief Comment Is Made as to the Prin- 
cipal Maladies That Inflict 
Human Race 


The Mutual Benefit Life makes an 
interesting analysis and furnishes some 
interesting comment on its mortality 
record for last year. The company’s 
medical board has gone into its experi- 
ence very carefully. Last year it paid 
in death claims, $11,012,530 on the lives 
of 2,178 of its policyholders. This rep- 
resents a death rate of 52.24 percent. 
In 1919 the death rate was 60.66 percent 
and in 1918, the year of the influenza 


epidemic, it was 86.67 percent. The re- 
port gives a brief analysis of the prin- 
cipal causes of death. Excerpts from 
the report are as follows: 


Typhoid Fever 


During 1920 there were 22 deaths from 
typhoid fever. In 1865, 13% percent of 
all of our deaths was caused by typhoid 
fever, but during 1920 less than 8/10 of 
1 percent was due to this disease. This 


cent was due to this disease During 
1920 our loss was 5.96 percent. This great 
reduction in deaths is due to the vigor- 
ous hygienic measures that are now em- 
ployed throughout our country to pre- 
vent the ravages of this disease. 


Cancer 


Two hundred and eight deaths were 
due to cancer. This represents 7.6 per- 
cent of our losses. 

Deaths from cancer continue to in- 
crease throughout the United States. The 
government report for 1919 shows 68,551 
deaths from this disease in the registra- 
tion area, which is equivalent to 84,526 
deaths in the entire United States. 

It is a lamentable fact that a disease 
which has existed since the days of 
ancient Egypt is still baffling the efforts 
that have been made for its control. 
During the past decade over three-quar- 
ters of a million of the inhabitants of 
the United States have dieg@ from cancer. 
In 1900 the death rate for cancer in the 
United States was 63 per 100,000 popula- 
tion, but in 1919 it was 85 per 100,000. 
Some of this apparent increase is doubt- 
less due to more accurate methods of 
diagnosis, for it is unquestionably true 
that in the past many deaths from can- 
cer of the internal organs were attrib- 
uted to other diseases, but after making 
a liberal allowance for such errors, the 
actual increase seems to be very evident. 

This high mortality for cancer is not 
confined to the United States. In fact, 
the mortality throughout Europe is con- 
siderably higher. Switzerland has the 
highest rate of any civilized country and 
Copenhagen the highest rate of any of 
the larger cities. 

Unfortunately medical selection can do 
but little to reduce our losses, for a most 
thorough study has convinced us that 
heredity and contact do not appreciably 
influence the death rate. 


Diabetes 


Fifty-nine deaths were due to dia- 





GreatRepublicLife Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


4. R. RAILEY 
481 Dallas County State Bank Bullding 
Dallas, Texas 


H. 8S. BRIDGEWATER 
325-331 Title Guaranty Bidg., 
St. Louis, Missouri 


Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 


W. H. SAVAGE, Vice-President and Agency Director 








j. O. LUAGMAN, President DR. ANDREW JOMNSOM, Seorsttacy 


International Life & Trust 
Company 


offers up-to-date contracts for good mem. 


Sohrbeck Building 
MOLINE, ILLINOIS ol 





great reduction has been brought about 
by a recognition of the cause of typhoid 
fever and a consequent improvement in 
sanitation through the United States, 
with especial attention to the water sup- 
ply of our large cities. 


The following is a comparison of 


deaths per 10,000 from typhoid fever in 
some of our largest cities in 1910 and 
1920: 


1910 1920 
I 65.0 2.7 
Philadelphia ......... 41.7 3.3 
MARIMOTO 2c cccccccecs 35.1 4.7 
MOOR cccccccqcccess 16.0 1.5 
CREGRMD coccccceseess 15.8 1.1 
WOW BOOM cccccccvess 13.5 2.4 


The extensive use of the typhotd vac- 
cine has also been a large contributing 
factor. The beneficial results of this 
treatment have been strikingly demon- 
strated in our army and navy where the 
mortality from typhoid fever has prac- 
tically been eliminated. 


Influenza 


During the early part of 1920, epi- 
demic influenza was present in many 
localities through the United States. We 
experienced 281 deaths from this dis- 
ease with a loss of $1,018,779.18. This 
was more than 10 percent of all of our 
deaths. Influenza was particularly fatal 
among young men and young women. 
In fact the disease was most virulent 
among those of greatest vigor. Conse- 
quently 191 deaths occurred in policy- 
holders under 40 years of age. Many of 
these policies had been in force only a 
short time. 

In 1919, there were 615'deaths from in- 
fluenza, representing a loss of $1,966,- 
568.56, and in 1918 there were 874 deaths 
with a loss of $2,805,369.66. Our total 
losses from this disease since the out- 
break of the epidemic in 1918 amount to 
$5,790,717.40. 

Tuberculosis 


During 1920, there were 162 deaths 
from tuberculosis, 78 of which occurred 
in policyholders under 40 years of age. 
Tuberculosis was the cause of 5.96 per- 
cent of all of our deaths. During 1919, 
there were 106,985 deaths from tuber- 
culosis in the registration area of the 
United States. About 81 percent of the 
entire population of the United States is 
now within the registration area. As- 
Suming the deaths in the non-registra- 
tion area to be in the same proportion 
as are those in the registration area, 
there were in the United States in 1919, 
131,917 deaths from this disease. 

Tuberculosis is still a large factor 
in our death claims, but it is encour- 
aging to know that the proportion of 
our losses is less than one-third of what 
it was fifty years ago. Prior to 1858, 
18.4 percent of our deaths was due to 
tuberculosis. From 1858 to 1865, 19 per- 





|} cent of all of our deaths. The amount 








betes. Diabetes is usually a disease of 
long duration and deaths often occur 
from some intercurrent cause in which 
case the death is frequently attributed 
to the secondary or apparent cause 
rather than to the debilitated influence 
of diabetes. Of the deaths from diabetes 
44 percent occurred in policyholders who 
were over 60 years of age. We have also 
observed that this disease is much more 
prevalent among those who are consid- 
erably overweight. 





Apoplexy and Paralysis, Chronic Heart 
Disease and Chronic Nephritis 


Although these diseases are tabulated 
separately, they are in the majority of 
cases essentially the same and represent 
what is known as cardio-vasculo-renal 
disease, or diseases of the heart, blood 
vessels and kidneys. 

During 1920, we experienced 1,095 
deaths from this disease, or over 40 per- 


paid for these losses was $4,759,149.49. 
This disease will always be a very large 
factor in our deaths, for it represents 
that degenerative process to which all 
flesh is heir, and consequently we must 
expect its prevalence among those who 
have reached the alloted span of life, but 
unfortunately many of our deaths from 
this cause occur among those who are 
in middle adult life. Of the 1,095 deaths 
recorded in 1920, 392 or nearly 36 percent 
occurred under 60 years of age. 

Intemperance has been responsible for 
a considerable number of these deaths. 
It is to be hoped that with the decrease 
in the consumption of alcohol, there will 
also be an appreciable decrease in the 
early deaths from cardio-vasculo-renal 
disease. 

Pneumonia 


Last year pneumonia caused 171 deaths. 
This was 6.3 percent of our total losses. 
Forty-four percent of these deaths oc- 
curred after 60 years of age and in many 
of these cases there was some under- 
lying cause. 


Disease of the Digestive System 


Appendicitis and other diseases of the 
digestive system caused 175 deaths ‘or 
6.4 percent of the total. Appendicitis 
was responsible for 58 deaths. The other 
deaths were due principally to disease 
of the gall bladder, intestinal obstruc- 
tion and ulcer of the stomach and 
duodenum. 

There were 163 deaths from accident 
and homicide. Of this number 21 were 
due to homicide. Nothwithstanding the 
great advance that has been made in the 
use of safety devices especially on the 
railroads, and in our large industrial 
plants, the number of deaths from acci- 





The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State— Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 





Home Offices, Wichita, Kansas 














dents is still higher than it ought to be. 
In the United States there are not less 
than 85,000 deaths annually from acci- 








The Connecticut Mutual 
Life Insurance Company 


Hartford, Connecticut 


At {the advent of its 75th Anniversary 
shows 

Total Payments to Policyholders since 

Organization 

Total held for Benefit of Policyholders 

January 1, 1921 

Total Paid to and Held for Benefit of 

Policyholders January 1, 1921 


Total Received from Policyholders 


since Organization 
AS ALWAYS 


The Policyholders Company 


$352,218,540 


90,585,734 





$442,804,274 


$349,721,563 
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NATIONAL RESERVE 
LIFE INSURANGE CO 








GEO. GODFREY MOORE, *res/2enr 




















HOME OFFICE TOPEKA KANSAS 


THE BIGGEST POINT 


Any life insurance salesman who has “‘been thru the mill” sooner or later 
realizes that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist << in —— . 

is the bi int that a Is to those live agents in Kansas who have 
ne peptone dace: ane aan “a new company” in THE NATIONAL 
RESERVE LIFE, of TOPEKA. 

The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 

In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising men who 
want to create something of permanent value to themselves. 

NATIONAL RESERVE LIFE policies were built to sell in competition with 
any others. NATIONAL RESERVE LIFE field cooperation has been designed 
to fully satisfy the needs of good men rather than to tickle the vanity of home 
office executives. . 

THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 
and bound to win. 

It has some unusual “ground floor’ opportunities for the right kind of men. 
You'll want one! 





Write at once for particulars, to 


GEORGE GODFREY MOORE, President. 








Onto Nationa. Lire Insurance Co. 
CINCINNATI, O. 
Now is the Golden Day of Life yee ee . is Sa a * wm om 
i i tion tor the tuture. 
Gad Celene tocar ected cs Gee Penge tdlove tn and ano buving 
The Ohie Netional pays agents well for their work and backs them with all 
Teche open in Ohio. West Virginia and Kentucky, Tennessee, Michigan. 
e ka and Kansas. 


T. W. APPLEBY 


Secretary and Agency Manager 


A. BETTINGER 


President 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 








In Business Since 1862 





LiFe INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


lected lives, issuing policies on the ordinary, intermediate and 
one SB om ae It peng insures against total and permanent disability. A ape 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 
Advice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 














dent. This is nearly twice the accident 
rate of England and Wales. Automobile 
accidents continue to cause a large num- 
ber of deaths. During 1920, we ex- 
perienced 51 deaths from this cause, or 
over 36 percent of all of our accidental 
deaths. The amount paid by the com- 
pany because of these automobile acci- 
dents was $222,394.16. 
Suicide 

During 1920 there were 58 deaths from 
suicide amounting to $247,733.56. Suicide 
caused 2.1 percent of all of our losses. 
The greater number of deaths occurred 
between ages 40 to 60—only 9 occurred 
after age 60. Since 1872 we have had 
1,367 suicides. The percentage ranges 
from 1.1 percent to 4 percent of the total 
deaths. 

Syphilis 

In this review no reference is made to 
the deaths from syphilis. In explana- 
tion of this, it may be stated that al- 
though death® from syphilis are very 
frequent, it is rather unusual to find 
syphilis on death certificates. This is 
because of the fact that deaths are 
classified under the termination of 
syphilis rather than under syphilis it- 
self. Because of this fact, it is exceed- 
ingly difficult to determine the number 
of deaths for which syphilis is directly 
responsible. We do know, however, that 
a large proportion of the deaths from 
locomotor ataxia, paresis, aneurism and 
other diseases of the nervous and circu- 
latory system are directly due to syphilis. 


OBSERVATIONS BY SAUNDERS 


1. People will not tolerate being pest- 
ered and annoyed by obvious solicita- 
tions; they like courtesies and polite 
special attentions. 

2. To sell a big policy may take a 
long time. Why not sell many little 
ones in less time? 

3. The indispensable agent is the man 
always on the job. 

4. How can an agent reach the real 
goal of success? First, by being very 
sure that the work he has done is done 
well, and secondly, by doing more of 
the same work than he ever did before. 

5. Many a _ successful man took a 
post-graduate course under the discip- 
line of the Faculty of “Hard Knocks.” 
—L. G. Saunders, New York. 


Prudential News 

Agent Freeman L. Hering or Yonkers, 
N. Y., continues to put up excellent rec- 
ords in both industrial and ordinary 
with the Prudential. He leads his dis- 
trict in both branches. 

Assistant Andrew W. Stuke, of the 
New York tenth district, still holds the 
second position in ordinary among the 
company’s leaders. 

Agent Hugo R. Bartz of the Oshkosh, 
Wis., district has been appointed assist- 
ant superintendent at Sheboygan, Wis. 

Agent Raymond A. Gormley of the 
Omaha, Neb., district has been advanced 
to an assistancy position in the same 
district. ° 

A. W. Kohlstaedt has been appointed 
superintendent of the Prudential at Lex- 
ington, Ky. His entire service with the 
company has been with Indianapolis No. 
2. He started Aug. 12, 1904, as an agent 
and two years later was made assistant. 

Earl R. Caldwell, for some time as- 
sistant superintendent in the Spring- 
field, Ill., district, has been made superin- 
tendent at Memphis, Tenn. He started 
with the company as an agent in Louis- 
ville, Jan. 11, 1909, and was made ¢s- 
sistant superintendent at Springfield, I1., 
a year and a half later. 


National Fraternal Congress 


The National Fraternal Congress will 
hold its annual convention in Chicago 
Aug. 29-Sept. 3, and it is anticipated that 
the matter of press criticism will be con- 
sidered thoroughly as the fraternals are 
aroused over the recent articles. 


George 8S. Cannon of Buffalo, formerly 
with the Travelers, has become man- 
ager of the Security Mutual at that 
point. 





EFFECT OF PROHIBITION 
LITTLE IMPROVEMENT SEEN 


Many Life Companies Consider That If 
There Has Been Any Changé It 
Is For the Worse 


Life investigators and medical exam- 
iners seem to be of the opinion that, if 
there is any change as a result of the 
prohibition law, it is for the worse. 
The life companies have made no differ- 
ence in the questionnaire and exami- 
nation of prospects since the arrival of 
prohibition and the experience of the 
companies is that among the class of 
men who require special investigation, 
those taking out the large policies, and 
among those encountered by the com- 
pany examiners, there is no improve- 
ment in the matter of drinking. Of 
course, there would not be any im- 
provement in the claim end, for the 
effects of the old days would still be 
felt, but there was a great change 
anticipated in the amount of drinking. 


Psychological Effect Seen 


This is in great part due to the 
ineffectiveness of the work of the prohi- 
bition directors and in part to the psy- 
chological effect of the prohibitory act. 
Many men resented the act as infring- 
ing upon their rights and in many cases 
men who did not drink before prohibi- 
tion are now drinking the “hootch.” 
Those who have money can always get 
it, and of course the applicants who 
would be met by investigators are those 
with money. One of the managers of 
an investigating organization said that 
while the public thought that drinking 
was improved, as it was so little seen 
on the street, there is a much as ever, 
if not more, it being done within the 
homes now. 


“Home Brew” Especially Harmful 


Furthermore, the insurance com- 
panies are being hurt more by the 
drinking now than before, for much of 
the liquor being drunk now is the 
“home-brew” and in many cases is very 
harmful. Men inexperienced in the 
matter of making liquor are attempting 
to turn out large quantities of the var- 
ious drinks and are unable to remove 
the poisons. The stock of old liquors is 
certainly near the end now, according 
to one official, unless the stores reported 
in the warehouses have been removed, 
and the majority of what is now con- 
sumed is the home-made variety. It 
means a far greater hazard to those 
drinking it and more loss to insurance 
companies than before. 


Laboring Man Gets Less 


It is pointed out that there is prob- 
ably one great improvement as a result 
of prohibition. The laboring man has 
undoubtedly been unable to obtain 
liquor, for it has sold at a premium 
The man with money is the only one 
who can afford it—and he is getting it. 
If the insurance companies were heavily 
sold among the laboring groups, prohi- 
bition would have a marked effect on 
losses, but as the policyholders in ordi- 
nary life are not found in great num- 
bers among such groups the companies 
find only the result of an increased haz- 
ard from drinking. 


W. C. Nierman, who has been con- 
nected with the Milwaukee Prudential 
Life agency, has been appointed district 
agent of the Penn Mutual Life at Eau 
Claire, Wis., covering 19 counties in Wis- 
consin. 








Semi-Annual Statements 
FILED WITH THE STATE OF GEORGIA 
Jan. 1 to June 30 


Assets 
Co-operative Life, W. Va....$1,791,551 
WeGerel TAG, Th. ccc ccscccces 5,490,066 
Great Southern, Ala......... 130,710 
Maryland Assurance ........ 744,445 
Morris Plan, New York...... 275,038 


Surplus In Force Income Disb’mts 
$378,810 $22,697,425 $ 441,657 $241,870 
420,636 49,274,403 1,131,650 958,583 
125,707 1,042,015 9,706 15,102 
506,382 9,093,523 101,885 136,301 
244,211 5,955,375 89,351 66,231 
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COMMENTS ON THE RETURNS 


Lloyd Damron of the International Life 
Gives Some of the Features 
of Six Months 


Lloyd Damron, superintendent of 
agencies of the International Life, in 
commenting on the business for the 
first six months of this year, says that 
the company exceeded slightly the 
production in comparison with the cor- 
responding period of 1920. The Inter- 
national Life, he says, is having a 
relatively higher proportion of business 
from cities and from wealthy men both 
in the cities and the country, who are 
taking out larger policies. He asserts 
that volume has been maintained by 
writing large policies. Production has 
suffered somewhat in the agricultural 
communities. Policy loans this year 
have been fully three times as heavy as 
they were during the first six months of 
last year, but the demand has eased up 
during the last 30 days. 

Mr. Damron says that a fewer num- 
ber of new men have entered the in- 
surance field within the last seven or 
eight months but during the last 60 
days he has noted a greater number of 
new men coming into the business. The 
conditions, he thinks, have brought 
back some insurance men who aban- 
doned life insurance for salaried posi- 
tions. Mr. Damron says that the 
International is making no extraordin- 
ary effort to renew last year’s business 
other than accepting smaller cash pay- 
ments and granting more premium 
extensions than has been the practice 
in the past. During the fall months it 
will make a special drive to reinstate 
business that has gone off the books 
during the last few months. 


Federal Life’s Convention Plans 


The Producers’ Clubs of the Federal 
Life Insurance Company—The Federal 
Life Club ($100,000 Club); Inner Circle 
($200,000 Club)—are to hold their an- 
nual meeting at The Antlers Hotel, 
Colorado Springs, Colorado, August 
16-18, 

While the Club year does not end 
until July 31, fifty have already quali- 
fied for the Federal Life Club and for 
the Inner Circle. A large number of 
the club members will be accompanied 
by their wives. 

Papers on interesting subjects to the 
held men have been prepared by a num- 
ber of the club members and will be 
read and discussed at this meeting. 


LIFE 


INSURANCE 


EDITION 


| TEXAS COMPANIES’ BUSINESS | FAR NORTHWEST OPTIMISTIC 


Compilation Shows Figures as 
Amounts They Had in Force at 


End of Last Year 





The Texas department has made a 
compilation of insurance in force by 
Texas life companies at the close of last 
year and find that the total, ordinary 
life and industrial, was $512,871,833, on 
which the companies paid registration 
fees of $5,210, it having been collected 
at the rate of $10 for each million dol- 
lars of insurance or fraction thereof. 

The leader was the American Na- 
tion Life of Galveston, with $55,741,505 
erdinary life and $89,908,937 industrial 
for a grand total of $145,648,442 and tax 
of $1,460. Second was the Great South- 
ern Life of Houston with $105,573,682 
ordinary life and fee of $1,060. The 
others were as follows: 

Amicable Life, Waco, $18,182,309; 
American Life Reinsurance Dallas $19- 
025,345; First Texas Prudential, Galves- 
ton, $1,922,353 ordinary and $6,101,835 
industrial, total $8,024,188; Forth Worth 
Life, Fort Worth, $15,480,510; San 
Jacinto Life, Beaumont, $10,324,504; 
Southern Life, Dallas, $87,733,111; tax, 
$880; Southern Union, Waco, $8,920,- 
221; Southland Life, Dallas, $68,248,221; 
United Fidelity Life, Dallas, $282,000; 
Texas Life, Waco, $19,071,651; Two Re- 
publics Life, El Paso, $6,357,143. 





Report on Cotton States Life 


The Mississippi and Arkansas depart- 
ments have filed a report of the ex- 
amination of the Cotton States Life of 
Memphis, showing assets $494,730: 
reserve, $246,151; capital, $128,375; sur- 
plus, $78,858. The capital was reduce¢ 
last January from $256,750 to $128,375 
thus clearing up a deficit of $49,517. 
The new business in force Dec. 31 was 
$5,812,268, increase $1,600,752. Exam- 
iners say that ‘This would indicate that 
the company is progressing nicely and 
with the same care used in the selection 
of risks and the economical policy of 
expense, an increasing and healthy 





Peter Murman, for several years con- 
nected with the Alexander Shields gen- 
eral agency of the Equitable Life of 
New York in San Francisco, has been 
appointed assistant manager of the com- 
pany under the arrangement announced 
last week, whereby Mr. Shields’ son-in- 
law, Harold Casey, is made manager for 
the district. 
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to | Life Insurance Men on Pacific Coast 


Look for Good Business This 
Fall and Winter 


PORTLAND, ORE., July 26.—Insur- 
ance men of Oregon, for the most part, 
expect a good season during the com- 
ing winter and fall unless something 
unexpected should occur to spoil the 
prospects for excellent grain and gen- 
eral crops this fall. Very few are lined 
up with many business men in other 


lines predicting general hard times for | : tog : 
Assurance to the American Life is ef- 


the winter of 1921-22, 

C. S. Samuel, president of the Oregon 
Life, recently declared: “Our company 
plans to do a big business this fall. 
Crops through the Northwest look 
wonderful, and I am far from being in 
a pessimistic mood. However, no one 
should expect such times as those im- 
mediately after the war to prevail for 
many years to come.” 

As an indicator to the value of Ore- 
gon and Washington crops, more than 
$72,000,000 worth of wheat and flour 
alone had been exported from Puget 








Sound and the Columbia river to June | 


15. The value of the 1920-21 grain sea- 
son export from the two great ship- 
ping centers will exceed $80,000,000. 
These figures do not include the amount 
of wheat and flour shipped to other 
parts of the United States. 


Massachusetts Investigating Committee 


A number of insurance propositions, 
affecting principally life and liability 
cover, brought up at the last session of 
the Massachusetts legislature, have been 
combined and turned over to a special 
investigating committee just appointed 
by Governor Cox, which will report to 
the next legislature in January, 1922. 

Combined in chapter 50 of the special 
acts of 1921 is a call for investigation 
of the laws relative to the investments 
of insurance companies; expediency and 
necessity of establishing a minimum 
standard of net valuation on life insur- 
ance policies, together with legislation 
relative to the insuring of automobiles. 

To carry out the purposes of this act 
the governor has appointed John E. 
Oldham, an attorney well skilled in in- 
surance law, of Boston, and Frederic C. 
Nichols, a Fitchburg savings bank 
treasurer, to serve with the commis- 
sioner of insurance. 
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WILL SOON TAKE NEW NAME 





Northern Assurance of Detroit Is Now 
Preparing for an Entirely New 
Outside Dress 


The merger deal between the Amer- 
ican Life of Des Moines and the North- 
ern Assurance of Detroit is effective as 
of July 30. The Northern Assurance 
stockholders have already ratified the 
deal. The American Life of Des Moines 
has called a meeting of stockholders 
for Aug. 6 to make similar ratification. 
The change of name of the Northern 


fective as of Aug. 1. The Northern 
Assurance is not entering any states, 
other than those operated in by the 
American of Des Moines and its own 
old territory. 


Organizing a Negro Company 


The Supreme Life & Casualty at 
Columbus, O., is being organized with a 
capital of $100,000 to specialize on in 
suring negroes 


Life Notes 


The annual agency convention of the 
Gary National Life will be held at the 


home office in Gary, Ind., Sept. 2-3. 


The North American Life of Chicago 
will hold the annual meeting of its 
$100,000 Club and $200,000 Club at the 


Chicago Beach in Chicago, Aug. 8-10 

The Equity Life of Great Falls, Mont., 
has opened a Minnesota office with G. W. 
Massey, Jr., in charge as superintendent 
of agents with office at 703 Pioneer 
building, St. Paul, Minn. 

Carleton E, Ehle, who recently re- 
signed as superintendent of schools at 
Hastings, Mich., has been appointed dis- 
trict agent in charge of the Detroit dis- 
trict of the Mutual Life. 

Frank J. Shaefer, formerly one of the 
leading producers in the Edgar A 
Fowler agency of the New England Mu- 
tual in Chicago, has gone with the 
30wes-Merrick-Pickering agency in Chi- 
cago. 

The Mutual Life of Illinois held its 
agency meeting at the home office last 
Saturday, there being an attendance of 
50 agents from various districts in Illi- 
nois. A banquet followed in the evening. 
Addresses were made by A. B. Hill, Vice- 
President James Fairlie, and G. C. Rock- 
wood, Secretary J. R. Neal was in charge 
of the question box, 

During the month of June the Seattle 
branch of the Travelers held a “June 
Multiple Line Contest,” the branch office 
agents against the field agents, with the 
result that the Seattle branch agents won 
the contest by 21% points. The race wasa 
close one and the means of stirring up 
quite a bit of enthusiasm throughout 
the territory. 





W. W. LANE, Secretary 


(Copyrighted) 
Under Our Service Pension Contract 


LA FAYETTE, INDIANA 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 








New Insurance Paid for 1920 


Insurance in Force ° . 





Total Resources Dec. 31st, 1920 


(Exclusive of amount Insured under Double Indemnity Provision) 


NEW ORLEANS, U. S. A. 


- $ 8,742,060.93 
-  31,433,676.00 
-  91,408,227.00 


clean record, instructing them by corres 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 


N KEEPING with the higher Ideals and Ethics of the business, the Pan-American does not 
seck to employ agents of other companies, but by interesting men of intelligence, character and 
ndence, and assisting them by the active co-operation of 
specially trained men, it has built up a field organization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American Way is 
open to you. 


Address E. G. SIMMONS, Vice-President & General Manager, 


Orleans, La. ° 























Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company’’ | 


Has never issued a policy with 
Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 
(No frills or trimmings) 
Issues only 


Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


O. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 

















The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 
Farmers National Life Building 


3401 Michigan Ave. CHICAGO, ILL. 




















Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 











)“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Zessons in Life Insurance.”’ a text and review book with quiz supplement. 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 


$1.00. The 
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GOOD BUSINESS AHEAD 


CLEVELAND MEN OPTIMISTIC 





Expect Last Half of Year to Make Up 
Losses of First Half, as Com- 
pared With 1920 





CLEVELAND, O., July 26.—It is 
estimated that the volume of life insur- 
ance written here so far this year shows 
a loss of about 25 percent from that of 
the same period last year, which was 
really the peak of prosperity in all lines 
of business. Of course, the records of 
some offices are better than others, but 
on an average this is about the way the 
business stands, according to those who 
are well posted here. 

One of the surprising things found in 
interviews with a number of the man- 
agers is that they expect to make up 
this difference and come out at the end 
of the year with records equal to those 
of 1920. While they realize the serious- 
ness of the depression, they feel that 
it is entirely possible for them to make 
up the loss sustained during the first 
half of the year. 


Agents’ Efficiency Increasing 


So far as can be ascertained, the offi- 
ces expect increased efficiency on the 
part of the agency forces to take care 
of the records. Through the prosperous 
period of the war and the two years fol- 
lowing, it was easy to write insurance— 
so easy, in fact, that many solicitors re- 
laxed greatly in their efforts. This is in 
accord with what took place in nearly 
all lines of business. 

former records of all the solicitors, 
or nearly all, show that they are capable 
of hard work and one manager said 
that is really all that is needed to push 
the volume up to that of the peak year. 
It is the job of the manager or general 
agent to enthuse them and get them in- 








Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 
F. L. CONKLIN, 








H. H, STEELE, 
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t Secretary 

Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 














terested to the point of spending all the | 


time and effort necessary to put the | 
required amount of business on the 
books. Where the relations between 


manager and agents are such as to make 
intimate conferences possible, it is be- 
lieved that the men can be keyed up to 
accomplish almost anything. 

One manager said he believes thor- 
oughly in quotas and has used this 


method of keeping agents interested for | 


many years. He feels that they are 
more than ever necessary now and that 
the men will live up to them. 
Depend Mainly on Old Men 
While new men are being taken on 
by the agencies continuously, it was 


said by one or two managers that en- | 


gendering enthusiasm with the old 
agents and working with them continu- 
ously is of more consequence now than 
training new ones. They know the busi- 
have their prospects and have 
many other decided advantages. 
However, it is possible to secure more 
really good men now than for 
years past. This is not because of idle- 
ness of so many really good men, but 
because they are looking out for better 
opportunities. It is about the first time 


ness, 


some | 


they have really been able to think over | 


the situation for some years. At one 


agency it was said that three men had | 


recently been put on and every one of 
them gave proof of becoming excellent 
producers. 


It will thus be seen that, while the | 


business is 
year, there is a decided ambition not to 
let this one lag behind, even if condi- 
ditions are vastly different. They are 
going to put their shoulders to the 
wheel and pull out, if possible, and they 
think it will be easy to do it. ; 


R. L 
the Union Central Life at San Francisco, 
has returned to his office after under- 
going an operation upon his throat. 


Just prior to going into the hospital Mr. | 


Stephenson suffered a painful injury on 
the golf links when a ball in fiight 
struck him over the eye. 


somewhat behind the last | 


Stephenson, general manager of | 
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The Field Man’s Greatest Need Is 
The Power of a Compelling Motive 


And Is Found in the 


an Himself 


BY M. H. 0. WILLIAMS 
Northwestern Mutual Life 


Asst, Supt. of Agencies, 

HE field man’s greatest need is not 
"[ character, industry, perseverance, 

personality, knowledge, skill, tact, 
training, health or the ability to pass 
the psychology tests now so popular. 
| say this advisedly, in spite of the fact 
that one or all or a combination of 
these varied qualities are usually em- 
phasized very strongly in all of the writ- 
ten lore on the subject. They have fur- 
nished a veritable mine of material for 
literally hundreds of able men (seldom 
large producers of life insurance, how- 
ever) to use in offering their recipes 
for success and panaceas for failure to 
many thousands of embroyonic and full- 
fledged life insurance salesmen. They 
have accomplished a world of good; 
they have made us stop, think and con- 
sider, and then weigh and analyze our- 
selves as well as others. They have 
made us realize our faults, and inspired 
many to correct those most glaring. 
They have helped us to know ourselves, 
which is the greatest knowledge, but 
they have not furnished us with a con- 
clusive answer to our subject. They 
have given us a most complete list and 
description of many glistening tools 
which will help to carve success out 
of our efforts; they have told us how 
to use them, but perfect tools do not 
necessarily make a skilled artisan any 
more than perfect technique a great 
artist. 


Mute Evidence of Skill 
Significant of Success 


Half buried in the sand, on the shore 
of one of Wisconsin’s many hundreds 
of beautiful woodland lakes—a lake sur- 
rounded by primeval forest and _ still 
with no other evidence of the hand of 
man—lies the wreck of a dugout canoe. 
With only his axe and the consuming 
blaze of fire, and before the memory 
of any man now living, this pioneer 
hunter or trapper fashioned this craft 
with wondrous skill. To my mind, this 
mute evidence of skilled craftsmanship 
without tools, which we would now con- 
sider essential, should go far towards 
answering our questions. 

A few years ago, in a small Spanish 
restaurant in Los Angeles, I heard a 
real Spanish orchestra of three pieces. 
They played the enchanting music of 
Mexico and of old Spain. One of these 
musicians was blind, and his instrument 
was something like a violin, except that 
it had only one string. With his sight- 
less eyes, apparently seeing visions that 
were beyond us mortals with the gift 
of sight, this blind man, with his short 
bow and one string, caused more eyes 
to dim and more hearts to throb with 
the sheer beauty and spell of his music 
than another musician might who drew 
his bow with perfect technique on the 
strings of a Stradivarius. 

Here we have the lesson—the tools 
are mere helps to success. They are 
not the cause. 


Success Often Seen 
Where Qualities Are Lacking 


History’s pages are filled with illus- 
trations of this fact. From Alexander 
the Great to Napoleon—yes, even in 
our own day and age—we find men who 
were lacking in many of the qualities 
which are considered essential to suc- 
cess, but who rose to greatness and to 
power. In industry, finance, politics 
and every other phase of modern en- 
deavor we have countless examples of 
Success won in spite of obvious handi- 
Caps in the lack of mental, spiritual and 





| whatever 


physical tools for building its super- 
structure. 
In the fields of life insurance sales- | 


manship we do not have to look far 
to find exemplifications of our thought. 
In fact, it is one of the never-failing 
sources of wonder to many of us how 
some men succeed so largely with their 
lack of most of the accepted attributes 
of success. 


Greatest Need Evident 
From Life Experience 


In all that has gone before, do not 
forget that if it is true that men suc- 
ceed in building well their own careers 
with dull and imperfect tools—or with- 
out some tools we are taught to believe 
necessary—(and who can deny it?) then 
also the converse is true, that men fail 
who are wonderfully endowed with 
sharp and keen-edged tools of many 


kinds that to any mind would give them | 


My thought is this, consciously dom- 
inate your mind with a certain thought, 
desire, or ambition, for long enough, and 
just as certain as the sun shines the time 
will come when that thought, desire or 
ambition will permeate your very being 
and force you not gnly to sharpen up 
what tools you have, but also to pay 
price in work and effort is 
required to attain your goal. It is then 
a compelling motive, the underlying 
cause of all success. 

“Hitch your wagon to a star,” Emer- 
son rightly said, and still good common 
sense comes in and says “Hitch it to a 
star, but don’t pick out too big a star 
for your wagon.” 

Any boy born in the United States 
can rightfully indulge in the ambition 
to be president, but it would be rankest 
folly for him to so obsess himself with 


| this desire that it became the compelling 


motive that ruled his life. Likewise it 
would be folly for the great majority of 


| field men to aim at a goal too far be- 


r 


yond the possibility of success. We 
cannot all be Albrights, nor Duvals, but 
there is not one of us who cannot meas- 
urably increase his standing and posi- 
tion You, who have ever witnessed 


| competition among pole vaulters or high 
| jumpers at a field meet know how the 


all the advantage in carving out a con- | 


spicuous place among their fellows. 

The answer is the answer to our ques- 
tion, the field man’s greatest need. It 
is the power of a compelling motive. 
It is the will to accomplish. It is in the 
man himself. 

Because each and every one has some 
compelling motive which urges him on 
and on, which makes him utilize what 
tools he has to the best advantage, which 
makes him pay the price. Yes, my 
friends, there is no royal road to suc- 
cess in selling life insurance any more 
than in any other business, profession 
or vocation, and the way is full of pit- 
falls, bumps, ruts, rocks, hills and mire, 
and we have to pay heavy toll, in work 
and weariness, to struggle through to 
our goal. The price is high, but the 
satisfaction and rewards are great, and 
we have never yet heard one who did 
regret his bargain. 

Now let us seek the compelling mo- 
tives that actuate the men I have men- 
tioned in order that we may apply the 
lesson to ourselves. In analyzing the 
causes of other men’s success we often 
unlock the door which bars us from 
our own. 





_ 


District Agent Northwestern 


too much time driving over his field 

unless he has a system of tabulating 
names of prospects and thus being en- 
abled to localize his day’s work. An 
hour spent in planning the day’s work 
is perhaps the most profitable hour of 
the day. Some agents insist that plans 
should be made the night previous; 
others say that just before starting out 
in the morning is the best time 
Frankly, I do not think that the time 
matters so much, but we should make 
it an infallible rule to spend adequate 
time in planning our work. 


Uses Loose-Leaf Book 


T too country agent is apt to spend 


In addition to using birthday cards 
I have a loose-leaf book in which I have 
various lists of names and I revise this 
list every month. This gives me some- 
thing definite and concrete to guide me 
in planning my daily work. Names 
should be arranged according to the 
day of the month on which the birth- 
days fall. This helps to avoid much 
confusion. 

One list is made up of all the names 


bar at the start is set so low that it is 
mere play to go over it, and how it is 


| raised, inch by inch, until but one man 





succeeds in clearing it. The last man, 
the winner, would never have been able 
to make the jump if the bar had been 


| placed at the topmost mark at his first 


attempt. Set a goal at first that your 
own good judgment tells you is not im- 
possible if you will concentrate every 
effort towards its attainment, and then 
attain that goal. When attained, aim 
higher for your next, and so on, until 
you have reached the top. 


There Is Always Some 
Means of Making a Mark 


There is a homely old saying that it 
is better to be a big frog in a little 
puddle than a little frog in a big puddle. 
I heartily agree, and if I knew that my 
field and opportunities were so circum- 
scribed that I could not hope to be 
among the company’s leaders, I would 
make my compelling motive the ambi- 
tion to be the leading agent in my gen- 
eral agency; if this seemed beyond my 
power, the leading agent in my com- 
munity, or the agent who had best 
proven his industry and salesmanship 

(CONTINUED ON PAGE 24) 


SYSTEMATIZING THE DAY’S WORK 


_ — —BY MERRITT 


MASON = — 
Mutual Life, Gibsonburg, 0. 


of people who are likely prospects. An- 
other, a list of people who are already 
insured with the Northwestern. 
Another list has the names of policy- 
holders who will pay their second an- 
nual premium this month. This is a 
good time to drive home the policy- 
holder’s interest in the company; in 
other words, the mutuality of the North- 
western. I try to impress upon him the 
fact that it is to his interest to have his 
neighbors and friends insure with his 
company. 


Names Brought Forward 


Another list consists of names 
brought forward from former months 
and listed under the various headings. 
For different reasons you did not write 
them at that time, but you have reason 
to think that you can close the business 
this month. In addition to planning 


| ahead, I think it equally important to 


|ing by our mistakes can 


summarize the day’s work at its close. 
Only by studying our work and profit- 
we hope to 
grow and improve. 


**Snappy Closing’’ Means 


Trying for Immediate 
Results All the Time 


BY DAVID E. MURRAY 


Northwestern Mutual Life 


LOSING is an individual acquire- 
ment or gift, and the most I get in 
study or experience is that it is better 
to develop our own than to follow an 
other’s plan, even if it could be passed 
on, which is doubtful 
I think successful agents stress clos 
ing from the opening and all through 
any display of contract and often before 
any interview at all, though there is a 
time during all interviews when one 
feels that the effort to close can be 
made or attempted with advantage, but 
the time differs with different agents or 
salesmen, so it seems to me that the 
effort to close is the main thing every 
minute of the time we are in the pres 
ence of the prospect. The worst one 
gets for trying is only failure, with a 
chance to come back. Sometimes our 
failures are due to wanting the prospect 
to close himself. But success will be 
more certain with the pushing for a 
decision than otherwise, and if we fail, 
well our failures and our successes give 
us those individual lines of action that 
make the life insurance agent. So let 
us try for action; no matter how it goes, 
get it over. Action is getting a decision, 
one way or the other. 


Try Different Contract 


However, we all have the prospect at 
whom we have shot our last best arrow, 
as it were, and who fails to give an ex- 
pression either way. Then is the time 
to shift and take up a different contract 
We might say: This is what Jones has 
taken. Go over it, perhaps not as ear- 
nestly, but as fully as the first and get 
an expression or preference. In fact, I 
seldom fail to show two forms of con- 
tract. Getting the prospect to make a 
choice helps make the sale, and respon- 
sibility in selection then rests with him, 
resulting often in additional applications 
from the same individual. 

I, myself, when making purchases, 
scarcely ever take what the salesman 
first offers. When something else is 
shown, and I do make a purchase, | feel 
the selection to have been made by me, 
but in many instances later on realize 
that the salesman after all made the sale 
he intended. This contract plan, as it 
might be called, is used in all other 
sales lines, why not in life insurance? 
Try it on your next prospect that ap- 
pears to hold back. “Get an expression 
of preference” and your sale is usually 
made. 

Two Cases of Quick Closing 





If “snappy closing” is a trick of clos 
ing where the applicant may or may not 
know what he is getting, I have not 
had any. If it means quick closing, 
which is possible to all of us, there are 
numerous cases. To cite specific in- 
stances seems like conceit, for my ex- 
perience should not differ from yours 
However, here are two to sustain my 
points. 

A short time ago 
presence of a man and his son and 
said to the young man: “This is the 
day you ought to take that insurance.’ 
He made no reply, but his father said 
“Yes, it write him $5,000, twenty 
year endowment like mine.” There had 
been no previous talk and no interview 
Luck you say—well, just what I hoped 
for occurred, 

Some years ago I wanted to see a 
prospect in a tannery and called at the 
office for permission to do so, stating 
my business. The manager, then a 
stranger to me, took me to the man and 
left- us. I did not write the prospect, 
but called at the office on my way out 


I walked into the 


18s; 
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“FARMERS SPECIAL” 


Issued rv On the 
Only Lives of 


By Farmers 
OF DES MOINES, IOWA. 


$5,000 TWENTY PREMIUM POLICY, AGE 35 


Amount of claim in case of natural death 
Amount of claim in case of accidental death f 
0.00 each week during lifetime in case of Total Disability. 
$5,000 Cash, age 65, if no accumulation used. 
16 Special Privileges incorporated in this policy. 


Reliable and energetic m.n with or without experience may make a satisfactory 
connection for Iowa or South Dakota. 


JAS. H. JAMISON, President, Des Moines, lowa 








“SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


ia LATEST POLICIES AGENCY CONTRACT Bai-a7.\He 
© Openings GHIO,AND., EX., MICH. and W.VA. Write Columbas 





The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 








Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 
$ 24,143,510.56 
21,803,452.41 


058.15 
207,301 ,719.00 
1,983,096.17 
$25,823,269.97 
John G. Walker, President 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 


prospects. Gives you a chance to earn more money you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "“p.a.2:"* Pittsburgh, Pa, 











to thank the manager for what he had 
done. I was asked by him if I suc- 
ceeded. I told him no, and at the same 
time asked if I could not insure him. 
He said: “Well, what do you recom- 
mend.” I showed him two contracts 
and almost at once he said: “Fix me up 
for $6,000.” In his case I really pushed 
nothing. He made the selection. The 
result has been a number of additional 
applications for good-sized amounts. 


Give Chance Whenever Possible 


The point here is that it would have 
been reasonable to have said nothing to 
him of personal insurance then, figur- 
ing that a special call later would be 
proper under the circumstances, but the 
chance to win or lose was as good right 
then as later, and it was taken. So, 
“snappy closing,” as I see it, is to try 
for immediate results all the time— 
give to every man his chance to insure, 
whenever possible. 


Field Man’s Greatest Need 
(CONTINUED FROM PAGE 23) 


by placing insurance on a larger number 
of lives than others who were more 
fortunately located as far as securing 
volume was concerned. 


“If you can’t be a pine on the top of a 
hill, 
Be a scrub in the valley, but be 
The best little scrub by the side of the 
rill— 
Be a bush if you can’t be a tree. 
“If you can’t be a sun, why just be a 
star— 
Be the best of your kind, wherever you 
are.” 


There are so many ways and places in 
which to excel, so many opportunities of 
being a winner instead of an also ran. 
I care not where your field or how lim- 
ited or poor your clientele, you always 
have some way of winning distinction 
and honor that will set you apart from 
your fellows. 

In closing, let me _ suggest this 
thought: In filling your own greatest 
need as a life insurance salesman, you 
are meeting the greatest need of the 
general public. The need of protec- 
tion, the need of unselfishness, the need 
of thrift and independence, the need of 
character. Your work well done is help- 
ing to make better men, and will hasten 
the day when we will have a better 
world. 


Actuarial Society Meeting 
The fall meeting of the Actuarial 
Society of America will be held Oct. 27- 
28 in Cincinnati. 


Life Notes 


President C. W. Brandon of the Colum- 
bus Mutual Life was in Chicago last 
week meeting some of his men and mak- 
ing some new agency appointments. 

Leopold W. Fechheimer, for many 
years an agent of the New York Life in 
Cincinnati, died Saturday, July 9, in his 
home _ there. Mr. Fechheimer retired 
about four years ago. 


F. W. Nothstine, general sales man- 
ager, and J. E. Flanigan, actuary, have 
recently returned from a tour of the 
eastern agencies of the Bankers Life of 
Des Moines. A school of instruction has 
been held in each agency and increased 
production has resulted from every or- 
ganization. 


John Cadigan, son of President John 
J. Cadigan of the New World Life of 
Portland, Ore., is in San Francisco at- 
tending the summer course of the Car- 
negie School of Life Insurance Sales- 
manship. During his stay in San 
Francisco he is working as a West Coast 
Life agent. 

H. L. Thompson has been 
superintendent of the Conservative Life 
of South Bend, Ind., at Fort Wayne, He 
was formerly with the Prudential. He 
made a good record in the far west for 
the Prudential, but owing to his wife’s 
health he desired to get back nearer 
home. 

The memorial committee of the class 
of 1921 of the University at Princeton, 
N. J., has subscribed a total of $104,000 
to the class memorial fund in the form 
of twenty-year endowment life policies. 
About 250 students participated in the 
subscription. The individual premium 
payments average $450 per annum. 


July 28, 1921 





I am the greatest factor in sell- 
ing life insurance. 

I am at your disposal every 
minute. 

I am in your possession at all 
times. 

I am as liberal with one agent 
as another. 

I am in a position to work with 
you or against you. 

I am your friend or 
enemy. 

I am with you 
$1,000 or $200,000. 

I am easy for you or I am hard 
for you. 

I am the secret of accomplish- 
ment and attainment. 

I am the source of opportunity. 

I am the fountain of happiness 
and pleasure. 

I am the cradle of comfort and 
satisfaction. 

I am the backbone of success. 

I am the secret of achievement. 

I am the tonic for disappoint- 
ment. 

I am the remedy for all your 
troubles. 

I am the cure for all your ail- 
ments. 

I am the 
come. 

I am the lubricant that keeps 
the wheels moving. 

I am your greatest asset. 

I am abused but not destroyed. 

I am with you always. 

I am at your command. 

I AM TIME 
—FEarl Prevette, Philadelphia 
Agency of the Equitable 
Life of New York. 
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stimulant for all in- 








CORRESPONDENT | 


Experienced correspondent 
for Home Office. One thorough- 
ly familiar with terminations, 
loans and surrenders preferred. 
Company in Middle West. 
Address 32-U, care The National 
Underwriter. 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 








appointed 








WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
tor State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1919, $6,005,686.00. 


Providers Life Assurance Co. 


Home Offices 
10 South La Salle Street 
CHICAGO, ILL. 














